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ADVANCE AUTHORIZED 


SERVICE-STOCKING 
DISTRIBUTOR 


ADVANCE TRANSFORMER COMPANY has appointed 
over 600 Service-Stocking Distributors throughout the United 
States who are participating in this nation-wide program. These 
authorized distributors carry a complete stock of all popular 
ADVANCE ballasts to give immediate replacement service for 


All ADVANCE fluorescent lamp ballasts carry a two-year 
warranty and are replaced without charge. The ADVANCE 
label is your assurance of dependable, efficient performance at 
lowest cost the result of years of research, engineering 


and development, 


any make fluorescent lamp ballast whenever replacement is nec- 
essary. Simply bring the inoperative ballast to any ADVANCE 
Service-Stocking Distributor. The ADVANCE 


guide shows at a glance the replacement needed, and in a few 


cross-reference 


moments, you can be back on the job with the correct ballast. 


The ADV ANC I 
tor Program enabk 


and greater 


Service 
you t 


} 
all i u 


the ADVANCI 


gram, write 


\ 
Be 
: 
— | HERE'S HOW THE ADVANCE SERVICE-STOCKING | 
PLAN WORKS TO BENEFIT YOU | 
te 2 
NS 
oh == cyt 
i, +f, » give better service 
The plan works equally well fol sers 
... if you are not now utilizini/ 
Servi e-Stockit Distributors’ Pro today 
prt 2980 AVE. CHICAGO. 16, i. 


you get EXTRA PROTECTION 


plus Extra Economy with 
ECONOMY FUSES 


t 


Specially Developed Metal Alloys 
Tt 


Complete Line of Fuses 


ELECTRICAL WHOLESALERS 


SEND TODAY EVERY PURPOS, 
ECONOMY FUSE & MFG, CO., 2717 Greenview Ave., Chicago 14, It. 
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THIS MONTH IN ELECTRICAL 
JUNE 1957 Wholesaling 


THE INDUSTRY S SALES MANAGEMENT MAGAZINE 


Print Order This Issue: 12,492 


FEATURES 


Agree or not— Times and Trends: ‘‘An Industry Loss .. . 
on And an Industry Gain” 
about this! 

Selling the Big Stuff Doesn't Scare Him Anymore 


With a little knowledge, Bob Magee turned a bugat nto big profit 


your sales meet- 


Producing a Sock Sales Meeting Robert 5. Bush 
ings? 


Want to liven up > 

Crowder's Fred Taverna has @ four-step prog scores every time 
Pegging a Customer's Potential Winston N. Coburn 
erie the ABC sales trainie 


Eighth nstallment in a 


Tips On the Code B. A. McDonold 


The subject this month 


but you can The subject this month: Pole Line Equipmer 


May not need “em, b The Salesman’s Technical Notes F. McPartland 
dream, can’t you? 


Acres and Acres of Warehousing 


That what ‘ ne al Electr hes 


Training Tomorrow's Salesmen——TODAY George D. Farley 


COUNTER § 


Check this—it 
may be some- > EEWA’‘s Spring Events: Trade Show, Dinner-Dance 
thing to watch! Both activities were successfu 


with show )00 at Wald 


Industry-Wide Programs 


News r Farm Better Elect ally 


DEPARTMENTS 


Letters to the Editor What's Happening in Washington 682 
New Products Business Index a4 


Top of the News Price index 86 
News for the Industry What's New With Your Customers 88 


Chuckle of the Month Calendar of Events 108 


NEXT MONTH 
“Building Accounts From Peanuts to Profits’’— 
how one distributor's salesman increased his 
sales volume 900 per cent in just six years of 
tailored cultivation of customers. 
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SHOWS 
ONE SCALE 
AT A TIME 


RANGE AND SCALE 


itipe ind 


SCREW-IN VOLTAGE LEADS anid re 


WIDE RANGES ARE AVAILABL 

| the G-E hook 
fthe AK-4 
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Progress ts Our Most Important Product 
GENERAL ELECTRIC 


ELECTRICAL 


Wholesaling JUNE, 1957 


GEORGE GANZENMULLER, 


Credits and Collections 
GEORGE D. FARLEY 


Promotions and a new face on the 
ROBERT BUSH 


EW staff. [hats this month's C&( 
theme. So, wed like you to meet 


JOHN D. MARTIN 
MB FURMAN 
HOWARD J. EMERSON 
DEVENDORE 
BRYANT. Jr 
KEEZER 


McPARTLAND 


C. B. SHAW 


JAMES S. COLEMAN 
CHARLES F. MINOR, Jr 
RR. REAM . . Bob Bush, new associate editor 
R A HUBLEY two years ago trom 
EDWARD P. GARDNER Si ty Star. Since, he has 


R. C. ALCORN pecial reports including 


ng From A to 7 and 
RH POWELL razy, Mixed-Up Business 
£. SCHIRMER 


HO ANTLES 


W W. GAREY 


A DeWEERDT 


FLECTRICAL WHOLESALING 


with Wholesalers Salesman) 


JUNE 1957 VOL. 38, NO. ¢ 


M. B. (Peggy) Furman has stepped 
up to assistant editor. Peg has done 
extensive public relations work. Before 
joming u vas assistant to NAED's 


public lations Manager 


‘ Position and 
company connection must be indicated on sub 
scription orders 


.. John D. Martin is the new assistant 


mecting 

urn the business 

ind up-——-or should we sa 
tlorm he’s been 


ctrical Sup 
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Latrobe 
Electrical 
Products 


There are no excess screws, wires or 
complicated parts in “‘Latrobe’’ Floor 
Boxes and Wiring Specialties. Their de 
sign and mechanism is simple, sure and 
compact 


That is why “Latrobe” Products are so 
quick and easy to install—so efficient 
in service 


Two Gang Adjustable 
Floor Box 


Adjustable Boxes come in single round or 
square bodies Also in square type Single 
Gang. Two Gang, Three Gang and Four Gang 
Boxes All adjustable boxes are now bonded 
which makes them fire proof 


Adjustable 
Floor Box 
in unique design. neat 


appearance, fewest num 
ber of parts. and 


least 
amount of labor to im 
stall 


Insulator Supports 


Represents the last word 4 


Malleable tron clamps of 
high tensile strength Four 
sizes to fit all standard 
porcelain or glass insula 
tors 


Sold Only Thru Wholesalers 


Latrobe Products 


Non-Adjustable Floor Boxes 
Adjustable Floor Boxes 
Gang Boxes Cover Plates 
Junction Boxes Nozzles 
Pipe or Conduit Hangers 
Insulator Supports 
Cable Supports Fish Wire 
Staple and Cable Clips 
Write for new catalog 
Sales Representatives in all principal cities 


«LATROBE, P. 


LETTERS TO THE 


EDITOR 


College Reading, Too 


ratetul to receive 
reproduce the 
ted irticle mn 
i forthcoming oll tion ofl 
lor Olleve Use is book. t 
entitled 
Ameri Marketing vill be pub 
lished | 1). Irwin of Homewood 


cadinyg in Contemporar 


What it Takes 

Sale W-June 6, p 

60) and “Which Channel Will Win? 


RicHARD M. Crewenrt 


Permission vranted 


To a Better Relationship 
Dear Su 


Ther must hy mental 
on iuse some of 
the eas that ve ported out 
One Grood St Deserve Anoth 
Cl April p. 6§ 
parently on the horizon 
liked the vial Ou EXpre 
ragraph hecause 
new warmth 
veloping mn the 


distributor 


manulacturer 
eClationship. It might have 
been o mioned by everybody being 
ihout ready to throw in) the sponge 
because of what wa rome on 
All party are and ver 
few were villing to face the fact 
invthing about it. Lots of 
thi Vil no doubt iused by the 
enthusiasm for 
outlets 


began to dilute not 


and do 


manufacturer in his 
volume plus creating new 
ind he truly 
only distribution and prices but | 
each and 
take his product and start a good 
football game That, as it has proven 
IS bad 

No one gains and to make matters 


everyone lo 


down the lime 
forgot to tell the sak 
men that ther products and service 
could he old Thi 


try is only 


worse management 


omewhere 


electrical indu 
howing some of the dis 

trou results of these tactic 

Thi clectrical distributor wel 
comes manufacturers with good prod 
things 
that vo to make for better busin 
plu better 


ucts and good polic y and the 
consume! icceptancs 
vho emplo iwo-fuced tacts 
hould — be 
quiches 

If both 


ind what each ts 


of th conse 


understand the function 


trying to do, it 


EW welcomes expressions of opin- 
ion from readers. Address all cor- 
respondence to: The Editor ELEC- 
PRICAL WHOLESALING, 330 
W. 42nd St.. New York 36, N. Y. 


vould go a long way in removing 
one of ck plorable conditions 
existing in the 


distribution field 


manulacturing and 


B. Merritt 


-POWER "PLY COMPANY 


ORTH CAROLINA 


expre ssed in pata 
of your editorial was in 
the World War It 
inother direction that 
lose the door to non 

whol alers 

This permits the entrance of new 
blood into the industrs In this re 
pect, ther ms to be little real 
vation as to the effect on the Ameri 
m Wa rf ife if the door to 
closed 
The expression of 


igraph four 


opportunit 
clear-cut poli 
will help 
am important 

do not affect our 
ble partnership reality 
modification of — the Lone 
Wolt ite of mind that has plagued 
the tructure We are tied 
tovether 


mean 


onomiucally vhether we 
tf or not. Our prosperity or the 
of it depends a lot on whether 
cooperate or not 
They onl give it away is true 
however, in many causes this is more 
ipparent tha There is pres 
alent in org discounts 
that makes umbrellas of regular sug 
gested sales 
This puts the is 


extra 


ue squarely between 
ertain. distributors and manufactur 
{ vho are both tn violation of the 
Anti-Trust Acts 

Manufacturer 
ine 1 nec to the 
vholesaler and will 


ures and propaganda 


stocks 
independent 


warehouse 
remain regard 


ndependents and the 

national chain 
Elimination of local 
Sto k ha eon 


the veu have been an electrical 


warehouse 
ivitated nearly all 
in become possible 
omplete monopolization 
W giant manu 
of us would be 
definitely mean a closed 


Continued on page 102 
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MR. JOBBER: 


This ad is making sales for you right now in 
the 5 leading electrical publications. 


Rotary-scale volt-ammeter 


150/300 
VOLTAGE RANGES 


| 


1. SEE ONLY ONE SCALE AT A TIME 


2. ONE HAND-OPERATION! Rang 


knot rent next to your thumb. 3. NEW MAGNIFIED DIAL 


LONGER SCALE LENGTH. Greater visibility, greater accuracy than 


ever before. 4. POINTER-LOCK “FREEZES” POINTER AT READING 


Use the RS-2 any place your hand can reach—Needle can be locked 


in place so that you may read it away from conductor 


at it: ; AMPROBE [7 / 


There’s an AMPROBE for every job and every budget 


PYRAMID INSTRUMENT CORPORATION, Lynbrook, N.Y 
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ANNOUNCES 
PACKAGE 


You know our present package. We hope you'll come 


to know our new one better. We believe it's another 

step forward in merchandising our products. 

MANUFACTURERS OF ELECTRICAL WIRING PRODUCTS 
1639 W. WALNUT STREET 


Chicago 12, Vhinots 
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NEW PRODUCTS 


Sunshine 


lamps 
Application: 
facturer, this 


Surface Wiring Devices 
Pa ra’ Se Tine 5 


oun 
neve 
wt 
metho 


hock-proot 
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Wireways & Fittings 
The Huenefeld Co 


HOS 
ol fitting 


( oc 


2 
shin 
Intercom Unit 
> 
Sunshine Ceiling” Wukefield Vermilion, Ohio 
Kitchen Fixture 
Packaged “HE Ceiling” | idto to-wall type for use with fluorescent j 
a ( ‘ 
ntroduce decorati viure-tree is OXI-It oO mall / 
nto bathroom nd kitchen imply According to the manu 
Colortone” kitel fixture keyed 
nd at moderat t. bor standard Sunshine Cejlin pre 
t kitcl tine trend 
/ bathroom x/-tt vides more and bette hadow!l ight 
matched obtainabl 
Pacha con two cCompone nts than a dow th daviivyht comin 
the el hannel system kk through il Hath ad powde! 
LO0-w standard incand nt lamps or oom (PHA ay 
new pa tel tinted | my ind pre prove ih of onstruction) mad >— ig 
embled 4x6-ft steel grid which holds home build home ov vh mole die we: : 
i Wied 4% id } hold nom ‘ mom wn } 
hannel ed; CSA ay mall OM, OF n put 
| ( | Si the ceiling All ih po a 
flout rath than bet ttached to otherws Irn the 
ll hivhl onomical to kitchen. the homemak« er gf 
nstall, according to the manufactures n her own shadow, nor does the far “A Be 
f “Sunshine Ceiling ly dine under discomfortin | 
strated ) n be modified in modul lallation hu ibinets at 
f 2x4-ft fo bathroom or kitchen of iil ommodated. Air n Baseboard Radiator F 
lar shape ot as A wall liffused throuvh or ound tl ond 
that will th ppearance 
Grove {ve Cincinnati. Ohio 
hil pore in even : 
Surtex of installing Compict ftlangel hinged mth juietl 
ed urtace ws ce ned tor OV juipment known 4a BOS | 4 th fack 
farm building ition cottage ind ud to chiminate wire pulling ny ment fist 
NOUSINGA Vhere hidden virin id th risk ! dan } pid Bend i fy elim 
require no rare connect i\ lable n ry | (pt) nt 
or splicing, soldering or taping, a n. Length ire ft ft of t installa 1) 
ling to the leveloper All con Sect m hy lan togeth 
van thus eliminatis n ifet ittached to flanged w iy b put 1} 
Nazard Stated Surtees lapte new olfer {1 } tin ni 
ire UI PI ed All « ential part ompict electior Line er of py 
ncluding cable clamy re combined is UL approved, uti gauge omplet | 
in each prool device metal ind materials throughout Le tt 


Qu) RACO NO-STUD SET-UP BOX 


SAVES TIME SAVES MONEY 


on every ceiling installation! 


@ cannot twist on bar 
® provides added 


No. 335 


4” Octagon Box on shal 
low bear with L clamps 


for non-metallic cable 


wiring space 


€) offers greater 
economy 


USE NEW RACO NO-STUD SET-UP BOXES 
ON ALL THOSE COMPETITIVE JOBS 


CEILING FIXTURES 
PORCH FIXTURES 


CLOSET LIGHTS 
BATHROOM LIGHTS 
AND SIMILAR INSTALLATIONS 


ATTIC LIGHTS 
BASEMENT JUNCTION BOXES 


You save money both ways with this New Raco No-Stud Set-l p Box 
. lower first cost and lower labor cost on installation, It enables 
you to make real money on those competitive jobs 
Hardened set-screw with locking point secures box in desired 
posiuo0n Box cannot turn or twist on bar. No stud means more 


wiring space ... faster and easier installation 


WRITE TODAY 


Two Popular Sizes 
3%" OCTAGON 


On Shallow offset bar with Raco / 


clamps tor non-metallic cable only. 


4 OCTAGON 


On Shallow or dee p oftset bars.Com- 
plete with X clamps tor metallic ca- 


ble or L clamp for non-metallic cable, 


SGT ALt THE FACTS 


"A RACO BOX FOR EVERY NEED” 


ALL-STEEL EQUIPMENT 
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NEW PRODUCTS 


les / ( h orinted catalog number wire 
a 


Raceway 
National | 
p 


roh 
F are © lineman can be sure he 


Metal surt iCeWu ce ned to h it clan the job 


hig 


onducto i ru 


priately called “Twinduct rk ‘il Insulating Bushing 
ind economy ot I winduet llectru fil 


tem when a dual 
pointed out | manulact New i in 


j 
Iw mM i pit j t he 


Surta 


hing molded trom 


lo idapt in ipproved outlet bust “ire quired trength 

device to O-amy ipaucil nd in sed thread depth prevents 
Switchboard Line duct iVallable in 1O-tt leneth ' nin larmed. Butyvrate ma 

Square D Co., Detrouw, nal knockout nad it tant med touvh resilent 

inv hol on | n ente! moth h mechanical and diel 

in deep and complete! front-access 


ible iS designated a the Series | 


Power-Styk and ts iVallable lor 


services from 400- to OOO-amp. A Cable 


i} 


variety “TV 
ard) current transtorm apart Ve Bru ch N. J 
ments for power compan Compan ( ) 
available either in hot or cold s ith round 
quence with a main breaker or matin n ha ht metal) fis 
switch, Distribution section with h 3 ) 
molded case circuit breakel OMB fon 
aol Satlex switche ted identifi ition ind p n 
either by cable or tandard horizon h kis ( Rotary Lock Switches 
tal bus designed to permit future still | | ‘ cH 
round i ver finish i j 4 a P lee 


expansion 


Qan 


Entrance Heads heck on the shelf and for « gee 
i) 
J Weaver Co Si. Louw VUo le embl oft order | 
hil iti iti 


its | tt tre 


Extending the range of size for 


Dual-Grip ervice en Transformers hools. | herever it is nes 


aluminum 
trance heads, the OMmpany announce feme Llectric il | nt unauthorized tam 
iddition of ind size ike inf tatell ht Qperated only 

others in line, they are ist of high nv the Corbin pin 

strength aluminum alloy, include tea ened ta ¢, tun thi allord 

tures that eliminate threading of con both outdoor and indoor i: it trol protection sought) by 
duit and provid omplet scuthes Hou nvineet inchitect 

protection maker tutes out nd veight e pel noel i ording to 


Circuit Breaker Load 
Centers 


General Llectric Co Curcuuad Pro ture men ned 
nd cu nountin Ser ‘ ( b alparawo 


fective Devices dept., Plau 


Spring u interiors that ca 
Napped in or Out in seconds and that 60) st lard ‘ 
— med lust on vibration 
provide automatic tront alignment 600 and of 
‘ Cis { fine motldec meno 
even when a flush load nter box 
installed off plumb TOW iVailabl 
P Prefilled Clamps imp 250-v. Standard with 6-in 
centers. Advantag of th nap-out Jasper Blackhurn Cor Mai 


interiol ording 


tional room tor pulling wir nd in Cont I t 
Balance Ree 
centers are manulactu 1 in | 
fie 


NEMA 1 


trom ()- th ivt th ( 
flush or surtace f ind | nl nal 
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fo 50 circuits Pull tag nad «ofl trit Continued on page 122 


TOP OF THE NEWS .. . and its significance to you 


ter k.. Barrett, immediate past president of NAED, received the 
1957 McGraw Award Distributors Medal for his “vigorous personal 
efforts and dedicated leadership in the interest of encouraging 
NAED Convention Brief active distributor cooperation in the broad goals of adequate wiring 
both nationally and at the all important local level See July EW 
for convention report 


ry dollar spent by American industry for research (total for 

may be whopping $7.4 billion)—90 cents goes for product re 

earch and only 10 cents for market research. This ts according to 

Research Produces Under Secretary of Commerce Walter Williams, who says: More 

Distribution Problems ... money must be spent on marketing research to aid the distribution of 

merchandise. Only now, he continues, is the full importance of 
distribution being realized in the econom 


hlectrical manufacturers today are spending 20 per cent of all 
money ear-marked by American industry tor product research and 
development programs, reports Gwilym A. Price, chairman and 
president of Westinghouse Electric Corp. U.S. companies, he states 
...as Well as New Products ay pent more on research since 1950 than in the previous 180 

of the nation’s history. More on industry's research spending 
in survey of “Capital Spending Plans” beginning on page 77——and 
more on the “New Product that are the fruits of electrical industry 


research in the usual space, beginning on page 9 


An entirely new trend in electrical and electronic wholesaling? Could 
he ince several Companies in these two fields have set up a merger 
pattern that has produced both profits and imitators. Herbert C 
Electrical-Electronic Blumberg, vice president and general manager of Cadillac Electric 
Supply Experiment Supply Co., Detroit, reports both companies and customers have 
derived tremendous benefits since his parent company and Ferguson 
Electronic Supply Co. joined hands a year ago. For the entire 
tory, turn to page 102 


The National Small Businessmen’s Assn. has called tor a constitu- 
tional amendment to limit the government's power to levy taxes. 
There’'s a Limit! Nearly 300 delegates representing the association's 15,000 members 
approved the request, saying this was their answer to political hedging 
on 1956 platform promises for small busin tax reliet 


blectrical contractors were prime movers in achieving the com 
promise on the controversy over bid shopping on federal construction 


projects. A House subcommittee is now considering a bill) which 


admits that the “single contract system of procurement under which 
Bid Shopping the yveneral contractor is solely responsibl is desirable but 
that uch pron edur hould be so established as to eliminate the 
untair trade practice of bid shopping by eeneral contractors or sub 
contractors and other untair practices in connection with bidding 
on tederal work 


James H. Jewell, vice president-sales tor Westinghouse Electric Corp 
has been appointed to the new post of vice president-marketing. 
In addition to guiding sales, advertising, market research and sales 
WEC Promotes Jewell... 

training, he assumes direction of the company new distribution 
ervices dept., a system of depots and distribution centers for 


handling company product 


birst ina planned nationwide network of centers designed to provide 
faster service and shorter delivery tor Westinghouse customers is 
the Pacific Coast distribution center recently opened at Ogden, Utah 
...Opens Distribution Depot Headquarters of the new facility is in two buildin leased from the 
( S. Navy at its Clearfield Naval Supply Depot. Total floor area 
is 240,000-sq ft. Resident director of the new center is Joseph C, 
Belloni, also named Pacific Coast manager of distribution services 


ELECTRICAL WHOLESALING—June, 1957 


: 5 

f 

the 

12 


Top quality electrical components 
combined with smartly styled 
appearance are making Chromalox 
baseboards the standout line. The 
built-in quality of the electrical 
equipment is the result of forty years’ 
experience in designing and building 
electric heating equipment —exclu 
sively. Consider for a moment the 
important advantages 
electrical components 
The heat source is a metal sheath 


in quality 


strip heater, fully insulated for safety, 
and sheathed in metal for strength 
It is completely shock-, break-, and 
moisture-proof. Its smooth finless 
surface cannot sag on over-voltage, 
and won't char dust, dirt and lint 
No seasonal maintenance is required 
Proved in more than 40 years of 
tough industrial use, it now goes to 
work bringing years of trouble-free 
performance to the American Home 

Wiring is simplicity itself. The 
versatile splice box can be wired from 
the bottom, back, or either side. ‘Two 
adjacent connections are all that is 
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necessary to connect 16 feet of base 
board heat. And Chromalox base 
boards are designed to tie-in with 
standard surface raceway, can be 
connected with ordinary ‘T wire 
Chromalox Electri Saseboard 
available in four practical lengths, at 
120, 208 and 240 volts. Singl ind 
two heat stage ire supplied for 
And there i 
delivering 300 


modulated output 
“high wattage “er 
watts per lineal foot for unusual in 
stallations. It’s protected with a UL 
listed thermal cutout 

Chromalox quality tops the field 
It backed by 
antee on workmanship and material 
You can get the full story simply by 


\ 


ino-time limit guar 


writing for a COpy of Bulletin 


Edwin L. 


gOMA, 


7595 Thomas 


Wiegand Company 
RESIDENTIAL HEA'TING DEPARTMEN'I 
Boule ird 


Heat Better 


Vit 


better electrical components 


help make CHROMALOX Electric Baseboards the Quality Line 
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QuetArc has the barrier an arc can’t cross! 


isolates each pole QuelArc Current Rupturing Connectors 
ening GA phenohe barries UL Listed —600 Volts AC, 250 Volts DC 
contact even in the presse lamp! 20, 30, 60, 100 and 200 Amperes 
non-expiosive dust 

QuelArc has paths several! tim 
thananyother rin r. Virt or 1\ 


won t allect their elliciency 


Extension 


Wa 
Double-action, Arc-Quenching effect 
the design f QuelAre tander 1! 
QuelAre connector may be i 
full load with maximun ifety 


IT COSTS NO MORE |: | « 


PYLE-NATIONAL COMPANY 
WHERE QUALITY IS TRADITIONAL 
ner Avenue, Chicag 1, 
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GROUNDING 
OUTLETS 


DUPLEX 
OUTLETS 


1501 1500 


‘wr 


TURNLOK 


The 
The The 


AND THESE P&S DEVICES ARE FAST MOVERS 


Contractors and builders everywhere O.K. the P&S 
1501 Switch and the P&S 1500 Duplex Specification lina ] ; 
Type Outlet, both with time-saving pressure terminals. 
They know wires are locked in automatic ally, held by 
strong phosphor bronze springs, cannot loosen due to “ | 

: vibration. And the outlet has double torsional contacts LJ } | 
that give “long line” contact with minimum heat. mark of Quality DESPARD + 


These superior P&S products—backed by the Pass & ican 
Seymour name and reputation will bring quicker 
sales and greater profits to you. 


For full information on these and other high-quality P&S devices, write 
Dept. EW-27 


PASS & SEYMOUR, INC. 


SYRACUSE 9, NEW YORK 


60 E. 42nd St., New York 17. 1440 N. Pulaski Rd, Chicago 51, 
in Canada: Renfrew Elec. & Refrig. Co., Ltd., Renfrew, Ontario 


MAKE THE COMPLETE JOB COMPLETELY P&S 
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Malleable tron Unilet 

Takes either 100 W or 

150-200 W adapters +f On 

Ceiling, pendent, or 

bracket types available 

in a variety of hub - 

sizes Steel, with green por- 
celain enamel exterior; 
sized for 100 W, 150 
W, or 200 W lamps 
Snaps easily into posi 


ake 


Reflector 


Unit Assembly ... Adapter, Globe, and Guard 


100 W and 150-200 W size globe adapter with shock 
absorbing socket. Die cast aluminum guard has two 
sealed stainiess tee! ball plungers which snap se 
curely into cavities in adapter. Vaportight globe in 
10U W or 150-200 W sizes in clear glass or various 
color 


U. S, Pat. 2,749,433 
2,715,214 
2,749,435 

Canada Pat. 531,655 

511,696 


Also Manufacturers of: 


{ 


“ST” Series Connectors 


Explosion Proof Outlet Boxes Malleable Iron Unilets & Covers 
Fixtures 
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- 
- 
~ 
f 
j 
\ 
4 ‘ 
rd 
- 
; 
} 
4.4 
) 
Automatic Reelites 


V-51 Series Convertible 


Vaportight Fixtures 


to relamp or convert! 


BWOne trip up the ladder, a few quick twists of the wrist, and relamping or wattage 


conversion is done! V-51 reflectors with integral neoprene ring adapt perfectly to the 


grooved unilet... permit instantaneous substitution of reflectors. For economical service 


and maintenance, it’s hard to find anything more practical than Appleton’s V-51 Series 


exclusive unit assembly (adapter, receptacle, globe, and guard). Shock absorbing socket 


cuts lamp replacement costs. Try the Appleton V-51 Series standard or shallow dome, 


deep bowl, or angle type reflectors and 100 W and 150/200 W vaportight unit assemblies 


in your plant today. Available in a variety of hub sizes in pendent, ceiling, or 


bracket type fixtures for every kind of installation, 


Maintenance man takes spare assembly to lamp requiring replacement An upward thrust and slight quarter twist engages neoprene ring with ¥ 
or wattage change remoy amp assembly crews fresh unit the groove in the unilet and snaps the reflector in position Entire : 
in place and the job ts dor Higher wattage { 150/200 are inter operation of removing lamp, inserting new unilet, and positioning of 
ws Changeabie with 100 watt unit and can be used in same unilet body reflector requires no special tools no set screws no small parts 
(Die-cast aluminum guard tur inter clockwise to act as a tool to juggle. Absolute simplicity! . 


for easy removal in relampi 


Sold Exclusively Through Wholesalers 


APPLETON ELECTRIC COMPANY 
1734 Wellington Avenue + Chicago 13, Illinois 


2 

| 

ON _Er> | § 

fy 
A 
Rely on APPLETON... the Standard for Better Wiring® 


that’s priced right, 
that SELLS! 


THE 


Guardian 


Here's a fixture engineered to do 
a particular job better than 

it's ever been done before —to 
light a vertical surface 

evenly, from top to bottom, with 
no hot spots, no shadows, 

with no color distortion. Guardian 
Verti-Flood is the perfect 

fixture for all tvpes of vertical 
sign lighting, from 24 sheet 

to posters—for store front lighting, 
for building front lighting. A low 
cost fixture, for either Rapid Start 
or Power Groove lamps that 

selis itself on a straight cost versus 
efficiency basis. Write for 


literature, prices and discounts. 


500 NORTH BLVO. OAK PARK, ILLINOIS 
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Now available 


at virtually no cost to you 


This full-color, three-dimensional working display 
featuring R E Vi C OWN Hi-Fashion switches 


LOW VOLTAGE 


REMCO 


SWITCHING 


u don't have to stock up on Remcon to get this handsome display feeturing the 
Master-Contro! and three of the new Hi-faeshion Switches We're offering it vir 
tually free of charge because we know it will move the Remecon tine for you 
Jobbers report increased Remcon sales wherever the dispiay hes been tested 
This is no ordinary dispiay. it's a cornplete Remcon muiti-point switching system 
in miniature... one that your custo-ners cen operste right on the counter one 
that shows them why their buiider-customers will go for silent push button switch 
ing. 4 setts them on Remcon every time, But, our supply is limited eo don't lose 
out on the increased business this eiectricelly-opersted display will creete for 
you, Get in touch with your Remcon representative today for full deteils. 


There's a oer need 


June, 1957—ELECTRICAL WHOLESALING 


\\ 

You Can install » a 

4 Division of Mersink Mond, Ly M, 

19 


ond mechanically 
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1673 POLARIZED, 3 WIRE 


New! T&B floor box receptacle 


MATCHES YOUR CIRCUIT WIRING 
AND THE PLUG ON YOUR EQUIPMENT 


Ileres a convenient money saver from T&B which requires a change in recept icles 

designed to make the use of many types of recep For full information on T&B floor boxes and 
tacles easier and more readily available P&B recep receptacles, Contact your P&B distributor today — 
tacles (there's one for every need) fit all T&B floor he will show vou how to save money on installed 
boxes and they can be changed in a matter costs, save time, and safety-ize your job with T&B 


of minutes should you later install equipment floor box receptac le combinations. 


LOOK FOR THE SIGN — +A) 11'S THE MARK OF AN AUTHORIZED T & B vistripuTor 


plete | and race 


rr 1 ty wi t way of assu y j 
' of a frie y loca tt for all your electr é 
THE THOMAS & BETTS CO. 
INCORPORATED 
0 Butler Street * Elizabeth 1, New Jersey 
Thomas & Betts Lid., Montreal, P.Q., Canada 
MANUFACTURERS OF FINE ELECTRICAL FITTINGS SINCE 1898 
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WEAVER 


GROUNDING DEVICES 


Economical prices —ease of installation— trouble-free service 


all yours with Weaver grounding devices! 


GROUND RODS AND CLAMPS 


They're designed for each other! RODS are com 
pletely copper armored ...safe from corrosion 
Rigid steel core and sharp point make driving easy 
The CLAMPS grip firmly... hold connections under 
extreme pressure permanently. Rounded screw point 
prevents rod damage 


POLE BOTTOM GROUND PLATES 


have 25% larger copper area than other 
commonly used plates. That means: greater 
conductivity—better overload dispersal WRITE TODAY FOR 
Solderless connector with vibration - proof SAMPLES AND CATALOG 
lock washer assures high pressure contact 
Mr. Wholesaler 


that stays tight for keeps 
Weaver s cooperative sales 


GROUND CLAMPS uA: sprroveo) policy, good discounts and 
Cast in bronze for complete resistance to F ow prices mean more 
rust and corrosion. They're easy to use and 
make permanent ground connections. The 
only complete line of bronze clamps for 
“%4"’ to 4” pipe. Competitively priced. 


sales and profits for you 


' 2110 HOWARD ST. - ST. LOUIS 6, MO. 


telephone CEntral 1.8100 
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time 
when you tell ’em 
and re-tell’em 


THE BEST COSTS LESS INSTALLED 


Cast your eyes on these E.M.T. promotional materials, 


“INCH-MARKED”” . . . an exclusive sales 
feature thot teams up with the ELECTRUNITE 


, Bender for easier and installa- 
> Ce > > 
other mailing pieces. They're de signed to catch all sizes tion, In sizes 2", %", 1” and 1%". 


of orders, They're attractive and inviting —telling the story 
of FLECTRUNITE E.M.T.—the exclusive construction fea- 

. GUIDE-LINED” .. . newest exclusive sales 
tures, the nation-wide acceptance, and the over-all superior feature for easier bending olignment ond 


better visibility. Eliminates "wows". On sizes 
quality. Reasons why “The Best Costs Less Installed.” Vo" Ye" 1" and Ys". 


What's more, they're free—including your imprint. Write = 
us or call your Republic representative today for a supply _ la 


of “bait” to fish for bigger sales, Mailed out periodically, INSIDE KNURLING . . . another ELECTRUNITE 
exclusive By actual tests makes wire-pulling 


easier. In sizes and 1” 


ad reprints, Sweet's Catalog reprints, stuffers, folders and 


they make your salesman’s job easier and mean greater 


profits for you. 
ACCEPTANCE...first in preference by brand 


name in unbiased surveys... an ELECTRUNITE 


STEEL AND TUBES DIVISION feature. 


215 East 131st Street * Cleveland, Ohio T= \qee BENDING INSTRUCTIONS 
Ae for the ELECTRUNITE® 
bending system ...an 

ELECTRUNITE extra, 


orld Ringe of Sttudlard, aud Stil 


22 ELECTRICAL WHOLESALING—June, 1957 


\ 

— ~ 

i — = \ 

| 

"wi 

| REPUBLIC 

~ 


GEDNEYS RIGHT THERE YOUR CORNER 


helping save time... hold down costs 


CORNER FITTINGS? Well, here are three rest of the full Gedney line they’re made of un- 
that have proved immensely popular for the breakable malleable iron...accurately machined 
simple reason they’re easiest to install — save and threaded... individually inspected. Order 
time and labor that really counts up. Like the Gedney — always — for lowest installed costs! 


90° CORNER ELLS 


Fitted with gasketed cover. Both ends female. 
Made of malleable iron, cadmium plated. Avail- 
able in a full range of sizes from '2" to 2”. 


90° CORNER ADAPTERS 


Fitted with gasketed cover. One end male, one 
end female. Made of malleable iron, cadmium 
plated. Your choice of sizes from '2" to 2”. 


CORNER PULL-IN CONDUIT ELLS 


Today's top specification for space-saving, ma- 
chine wiring, easy wire pulling. Malleable iron, 


cadmium plated. Sizes run from 2" to 2”. 


GEDNEY 


ELECTRIC COMPANY 


RKO BLDG «+ RADIO CITY + NEW YORK 20 


Foundry, Factory and Shipping F t. Terryville, Cor 


GEDNEY FITTINGS FIT 
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SYNROFLASHING ELIMINATES 
MAST VIBRATION...ROOF LEAKAGE 
AT THE POINT OF PENETRATION 


Blackhawk's new neoprene roof flashing unit 
absorbs mast vibration before it reaches the 
point of roof penetration. Notice the step-down 
collar area. These collar steps “give” slightly. 
This action is what absorbs any mast vibration 
The base does not move. The mast can't work 
loose, damage shingles and give moisture a 
place to seep in 


Synroflashing is weather proof and weather re 
sistant. Exposure to hot sun, rain, sleet, salt 
spray, ozone or other corrosive atmospheres 
won't cause it to crack, peel or rot. A special 
collar clamp makes it weather tight 


To install the unit, simply slip it over the pipe 
and push it down to the roof. Shingles fit over 
it easily. Synroflashing units are available for 
2” and 242” pipe 


Another outstanding feature of the Blackhawk service entrance 
mast is the slip-fitter entrance head. Easy to install .. . saves 
time. Just slip it over the conduit and tighten two set screws 
No threads to cut, no extra clamping devices. Blackhawk 
service entrance heads are available in 2” and 2%” slip fit units 
with 144” service entrance cap. UL approved. Pat. pending 


Blackhawk’'s sturdy pipe mounting brackets attach to vertical 
studding of the house. Supports the entire service drop strain 
Eliminates weight and pull from rafters and roof 


Blackhawk service entrance masts, with slip-fitter head and 
new Synroflashing, can be sold as a complete kit or as 
separate fittings 


BLACKHAWK INDUSTRIES 


Dubuque, lowa 
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GENERAL CABLE 


BUILDING WIRE 


immediate delivery 
through over 500 Authorized 
Distributors! 


Make your job easier, save time and money: rely 
on General Cable’s Authorized Distributors for 
prompt, on-time delivery of your wire and cable 
needs. Over 500 Authorized Distributors are backed 
up by large stocks in General Cable’s Distributing 
Centers strategically located from coast-to-coast. 
For the best in quality and service, buy from an 
Authorized General Cable Distributor. 


GENERAL CABLE CORPORATION, 
420 Lexington Avenue, New York 17, N.Y. 
Offices and Distribution Centers Coast-to-Coast 


for quality and service... specity GENERAL hed is ABLE 
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Sylvania Reflector Fluorescent lamps give your customers 60% more useful, directed light 


Sell the plus-performance of Sylvania’s new 
complete line of reflector fluorescent lamps 


Now your customers can enjoy up to 
60% more useful heht with Sylvania Re 
flector Fluorescent Lamps—using their 
present equipment 

The new, expanded Sylvania line of 
reflector fluorescent lamps includes both 
Single-Pin and Bi-Pin types in a wide 
range of colors and wattages 

Ihe reflector fluorescent lamp has a 
built-in reflector that directs more usable 
lizht where it is needed. This increased, 
controlled brightness provides better light 
in bare-lamp installations without reflec 
tors or where fixture reflectors quickly 
accumulate light-reducing dirt 

Sylvania reflector fluorescent lamps 


offer high light output save time and 


dollars usually spent on maintenance 
They are particularly suited for industrial 
areas for supermarkets and retail 
shops, general high ceiling strip lighting, 
and tor directed light in windows, cabi- 


nets, coves, valances, etc 


Promote Sylvania Reflector Fluores- 
cent Lamps and get the bigger profits 
and extra volume these plus-performance 
lamps offer 


For complete information, call your 
Sylvania Representative or write 


SyivaNnia Propucts Ine 
Lighting Division Dept l iM 
60 Boston Street, Salem, Ma 
In Canada’ Sylvania Electric (Canada) Ltd 
Shell Tower Building, Montreal 


SYLVANIA ¥ 


-.. the fastest growing name in sight! 


LIGHTING + RADIO + 


26 


ELECTRONICS 


* TELEVISION + ATOMIC ENERGY 


Sylvania Reflector Fluorescent 
Lamps come in a variety of colors 
and wattages for all fixtures. 


SINGLE-PIN 
Length Bulb Color 
48 112 Cool White 
96 T12 Cool White 
96 112 Warm White 


T12 Super Deluxe 
Cool White 


Bulb Color 
Cool White 
T12 Super Deluxe 
Cool White 
T12 Cool White 
T12 Warm White 
T12 Super Deluxe 
Ceoel White 
Cool White 
T12 Cool White S.* 
T12 Warm White 
Super Deluxe 
Cool White #.5.* 
Deluxe Warm 
White 
60 90 Cool White 
*Rapid Start 
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End view of new 3-wire duct. Polarizing bar on side 
d 


Underwriters listed 


ct mee rec Pp larization. The duct is 


120/240 V 


A BullDog field engineer wil! gladly point out the many 


advantage | F.Duct and other BullD g electrical equip 


ment. Y id ice t helpful from initial planning 


right down to fir 


BullDog's new 3-wire Universal 


Trol-E-Duct is literally packed with 
money-making opportunities. It offers twice the load capacity of 2-wire 


systems yet costs no more to install. It provides onstant circuit 


for night lighting and /or a separate circuit for wall or column recep 
tacles. It permits the flexibility of staggering lighting 


light weight, compact requires less space than any other 3-wire system 


It both teeds 


Like 2-wire Universal Trol-E-Duct, it is completely flexible 
and supports lights anywhere along its length Lightir g fixtures can be 


connected or disconnected with but a simple twist. You save installatior 


time provide customers with high quality, flexible lightir g they ti 
appreciate for years B U LLDOG 


G at th fi il sto See Ou Bull 0a field engineer 


wins NEw OPER ENT weirs eerree 


A DIVISION OF I.T-& CIRCUIT BREAKER COMPANY 


* A Division of I-T-E Circuit Breaker 
16, N.Y. + In Canada: BullDog 


80 Clayson Rd. Teronte 15, Ontario 


BuliDog Electric Products Co., Detroit 32, Mich 
Cempany + Export Division: 13 East 40th St, New York 
Electric Products Company (Canada), iid 
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wire 
connector 


used for 

more wire 

joints by more 

contractors 

and electricians 

than any other connector- 

by a margin of millions every year! 


and now better than ever 
-and easier to use! 


® NEW KNURLING gives a better grip @® NEW LONGER SKIRT — no chance for 


for tightening bare wires or flashover 


@® NEW WIDER THROAT AND BUTTRESS @ NEW PRECISION TOLERANCES for both 
THREADS make it still easier to in spring and shell give real wire-crushing 
sert wires grip 


P.S. DEAL) are best advertised, best promoted 
and best known coast-to-coast . . . Pre-sold to help you sell more, 
easier, 


1T PAYS TO SELL THE BEST 


SELL 


PATENTED—-No 


IDEAL INDUSTRIES, Inc. 1047-F Park Avenue, Sycamore, Illinois 
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Pennsylvania’s 


Turnpike... 
Model for 
Modern Motoring 


When the Pennsylvania Turnpike opened in 1940, 


it was the first modern highway of its kind in the 


Kast. Since then, it has earned a reputation a 


a model super-highway whose design combimes a 


with a low accident 4 ite, 


free flow of traffic 


One of the requirements for the ‘Turnpike tunne 


interchange approach ind portal wil 


an electrical system of the highe t quality That 


why Phelps Dodge building wire and rubbes 


in ulated neoprene- jacks ted cable wa mstatled, 


bor 17 vear this wire ind cable h been pivinyg 


the ‘Turnpike dependable trouble- tre« ervics 


On every Wirihy job whe re top qu rlormance 


expert workmanship and experienced “know-hov 


are called for, if pa lo re on P’help Dodge and 


youl Phe Dodge distribute 


PHELPS DODGE COPPER PRODU 


CORPORATION 


SALES OFFICES: 
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Why should your customer be half 
equipped with just a voltage teste) 
The AMPROBE JR. meets all his testing 
need measures voltage and current 


instantly and accurately without shut 
ting down equipment. There is an 
AMPROBE JR. for every job...5 current 
models in either 125/250 volts on 
150/600 volts. So, when your custome) 
asks for a voltaye tester, show him the 
complete line of AMPROBE JUNIORS 


only 


* ® 


Division of PYRAMID INSTRUMENT CORPORATION, 630 Merrick Road, Lynbs manufacturer of REMCON mplified low Itage switching devices 
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What was Columbus 
looking for? 


You'll find what you're looking for... with 


BRAND 
CONDUIT FITTINGS 


The right conduit fittings make a big 
difference in the quality of finished jobs... 


and in installation time. ‘That’ 


why we're making it easier to identify 
Conduit of Columbus fitting 


There’s no doubt about it you can’t beat 


Conduit of Columbus fittings for fast, 


installation 


Casy, longe) lasting 


WHEN YOU BUY FITTINGS. rv; 


hry Sad 


SOLO ONLY THROUGH 


RECOGNIZED WHOLESALERS. Bid 
CONDUIT PIPE PRODUCTS CO., OF COLUMBUS, OHIO 


PIPE COUPLINGS ¢ PIPE NIPPLES + ELBOWS, RIGID 4 &.M. T. 
é RUNNING THREAD « GOOSENECKS © WALL PLATES 


LOOK FOR THIS LABEL 
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CRESCENT 


HYVOLT SHIELDED POWER CABLE 


CONDUCTORS HYVOLT 
INSULATION LDING 


TAPE RUBBER- NEOPRENE 
CONDUCTOR 
SHIELDING SEMI-CONDUCTING FILLED SHEATH 


TAPE TAPE TAPE 


For More Amperes Per Dollar of Installed Cost 


ADVANTAGES 
6. 


3. tt 
4. | 8. 
5 


CRESCENT HYVOLT insulation is made from butyl rubber which is inherently resistant to ozone, 
heat, moisture and aging. HY VOLT is formulated and processed so as to retain these inherent charac- 
teristics of the butyl rubber and at the same time provide excellent electrical and physical properties 


Phe insulation is protected during and after installation by an outer neoprene sheath providing 
a maximum degree of toughness, durability and long life. It is flame retarding and resistant to the 
deteriorating effects of moisture, sunlight, ozone (corona), oil, grease, and many acids and alkalies 


HYVOLT Shielding provides additional internal 
and external protection in these THREE WAYS 


2. 3. 


RECOMMENDATIONS 


CRESCENT SHIELDED HYVOLT CABLE is rec Specify CRESCENT SHIELDED HYVOLT POWER 
ommended for use in conduits, underground ducts, in CABLE for general power 
wet or dry locations, or buried directly in the ground, conditions are prevalent 
for circuits operated at over 4000 volts and in accord fineries, paper mulls, mune sewage disposal plants, 
ance with LP.CLE.A. recommendations. Available in etc. It is approved as Airport Lighting Cable Type B, 
single conductor or multi-conductor cables CAA Specification L-82 


circuits and where severe 
uch as chemical plants, re 


CRESCENT INSULATED WIRE & CABLE CO. 


TRENTON 5, N. J. 
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The newest, smartest touch in lighting control ! 


The gentlest pressure on any area of 
the button and it’s on... instantly... 
quietly. Another gentle touch . . . it’s 
off. No longer any need to flip a toggle 
or twist a knob . . . here’s the easiest, 
quietest light control within reach .. . 
of finger-tip, hand or elbow. 


FITS ANY STANDARD TOGGLE WALL PLATE 
Rating: Specification Grade, 15 and 20 Amps. 

Binding Screw or Screwless terminals 

For all standard connections, Brown or Ivory 

Operates on full voltage, non-relay 

Quiet, safe mechanical operation 


j 
Quiette Switch Fami | 

y 
7. 

ie 
af : | 
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for quiet, convenience AND quality 


Here’s the light switch of today and 
tomorrow...avatlable TODAY. 


Careful selection of materials insures a lifetime 
of quiet luxury. Large silver alloy contacts pro 
vide greater electrical efficiency. Your choice of 
conventional Binding Screws, or Screwless Ter 
minals which lock the wires securely in the 
switch 

With the New QUIETTE TAP-ACTION 
Switch, the quiet, safe operation of Incandescent 
and Fluorescent lights and appliances is com 
pletely dependable. The gentlest touch of finger 
tip, hand or elbow on any portion of the button 
is all that’s required 


No. 2891-1 


15 Amperes, 120-277 Volts A.C. Only 20 Amperes, 120-277 Volts A.C. Only 


CATALOG NUMBERS CATALOG NUMBERS 
DESCRIPTION Binding DESCRIPTION 


Screws Screwless 


Binding 


Screws Screwless 
2891 2891-SL Single Pole 2991 2991-SL Single Pole 
2892 2892-SL Double Pole 2992 2992-SL Double Pole 
2893 2893-SL Three-Way 2993 2993-SL Three-Way 
2894 2894-SL Four-Way 2994 2994-SL Four-Way 


Add: “1” for lvoryvlite Add: “1” for Lvorylite 


AW 


Please send my copy of “The NEW QUIETTE T-¢ 
{(C TION Switch” folder (Form A-226) 


WIRING DEVICES « MOTOR CONTROLS 
ENCLOSED SWITCHES «+ APPLIANCE SWITCHES 
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An Industry Loss 


Nobody really wins a price war. [The manufacturer rarely does. L the 
the distributor—although softening prices may present some buying oppo 
tunities (but where's the bottom’). When electrical products are hit by su 


cessive waves of price cuts that start at the manufacturing level and tan out 
through all levels, the entire industry loses in the end. The margin that ha 
been chopped off is irretrievably gone. And the industry ts weaker tor the 


loss of profits and purchasing power 
There are those who believe that price wars will enlarge a market by 
1 the long run, if the recent 


creating new demand, But this can be dlusory | 
history of the automobile business is any example. Demand for cars boomed 
to a record high in 1955. But 1956-—and now it seems 1957, too —-have 
fallen below industry expectations. The reason most offen sugvestes 
that would have normally been made in these years were siphoned off by 
a price war in 1955 

And there are those who engage in price destruction with monopoly in 


mind. When the market is in the hand and the competition under th 
bushes, the next step is a page from early commerce: chat the trafl 
will bear. Then the public, as well as the industry, gets it in the neck if U 


government hasn't intervened in the meantime 
Price wars and progress are like oil and water, they are incompatib! 


_.. And an Industry Gain 


In our fast-growing, fast-changing industry, the communication of intor- 
mation is becoming an increasingly urgent ingredient of progress. What o 
the changes in prices? What new lines are available’? What new produ 
are being brought out? What are the best techniques tor selling partici 
product ’ How are other distributors cutting costs’? How su ful 4 
service? What do new warehouses look like? These and other questions need 


answers so that decisions can be made in the light of a better understanding 


As the intercom of your industry, ELECTRICAL WHOLESALING attempt 
to provide some of the answer A principal frame ts the feature article that 
tells “how the other puy does it Over the year we have been privi | 
to present a number of cases studies in depth on how distributor uve 
developed forward-looking programs for various phases of their operation 

A recent case in point is two articles that detailed one distributor 
philosophy and plan of action for opening and operating a branch (bW 
Dec. p. 55; Feb. p. 86). Another current example 
Pomorrow's Salesmen Poday (page 6/7). In the course of 23 page pread 
over two issues, this article presents a remarkable distributor-developed 
program. The amount of executive time and effort invested alone would put 
a high price tag on it. Viewed as a strategic weapon in these competitivi 
times, the program easily could be considered top secret und locked in tl 


company sale 

Yet this company and others have willingly shared their know-how with 
the industry. Such an attitude deserves recognition beyond that accorded b 
the printed page, because it represents the practice of a high principle: if 
you receive from an industry, shouldn't you also give to it? 
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ELECTRICAL 
Wholesaling 


Dauphin salesman 
Bob Magee’s 
sales are up 

50 per cent— 


now that... 


Final Checkup 


Magee eg over r N ( tore in 
amp 
with help 
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I'S HARD to make creative sales 

with a product unless you know it 

thoroughly—and know that you 
know it. 

If that sounds like a riddle, it's not 
Io salesman Robert Magee, it is a 
personal proverb, distilled from har« 
experience, that applies directly to the 
selling of engineered products 

Last summer, Harrisburg’s Dauphin 
Electrical Supplies Co. sent salesman 
Magee to a manufacturer's training 
school on starters and panelboards. It 
wasn't that Magee, who has been sell 
ing for Il years and who ranks high 
among Dauphin’s salesmen, had not 
been getting his share of sales. He had 
Says sales manager George Hare: “We 
feel, and Bob Magee agrees, that you 
can't know enough about it 

Since that five-day school, Magee’s 
Starter and panelboard sales have 
jumped a neat 50 per cent 

Magee credits most of this to in 
creased know-how and enthusiasm. He 
cites, from the factory school, personal 
knowledge of the men who enginee! 
and produce the products he sells. He 
knows better how the products are 
made, how they stack up against com 
peting lines, how to figure applica 
tions and prices of assembled units 


e Confidence—"But that’s only part 


of it.” Magee adds I got a lot more 
confident of my ability to handle these 


By Durward Humes 


products. Lo If-assuranes 
aS important as know-ho 

Magee naturally sees t training in 
terms of his own expert es and prot 
lems as a salesman. Here 
it On big stufll 
the best and mo 
scared part of the time Mu Come 
against a new problem, say. Some 
bluff. Pm wary of thi 
the ans r for sure 
with our engineer of 
turers rep. And when 


wants to know right then 


tinues you a 
application, You're leery 
Low deep In a s 
ale, too. And wi competition 
itis toda th 
Maver on th 
been remadk desman 
Instead, he feels honestl 
confidence ha 
tra sak 
e Opening 
a ile th 
equipment 
administ! 
lee ha 


Doesnt Scare H 


Good Inventor 


That r nsit 
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Standardization 


But | du n. At 
th ontacto ind ti 
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id with 
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quotation mm record tink 


tributtor 
mportan 


much 


,equip 


thie part Otherwise 


ther \ 
ither lose 


of oa 


ith thy 
the il 
bidding 


timing d 


on 


ind then 


onnect sturte ind 342-v emereeneys ote 
livhting system mad h 
dal transtorim 
lh was a chatien Mawes i 
Ived estimat ind specifica 
trons that, ¢ her, | might | 
uwa 
help tron 
estimator 
20 
And we got the ord 
Maw " he has lost whatever he 
tation he had had about pricing panel a 
ment. He fteel 1s 
istomers that he d ny 
easy way to lose a sale compet vill P| ks 
vhats Worse Mave con id he'll « 
WwW 
w a He | ned tin that Th 
vhat quipment is profitabl ind that he can 
do a better job of lling it Its ea “ 
hi to me now Mave referring to 
ht ub feed plit bus, relays, 
xtra Ter md pushbutton statin = 
idea uw to get the main order, 
ont in add these ttems to the ticket an 
w of H onfidence ha t! obviou 
and iw placed him | 
Col Industry | spunded rapidly th 
| 
linear feet of switchgear, including dt ed eat page 
= 
manager of electrical department at ct / 
Th hardware erve ndaustria t Mt t 
n heavy Dauphin-supplied invent 
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Selling Big Stuff (cont.) 


Know-How and Teamwork Count 


h 


Sales Manager 


ced 


page 
} 


to rely mere 
for precise 


products 


ind 


handles 


himselt 


When he 


mation, Magee points out, he 


that 


e Growth 


Ma 


provides this intor 


much le 
Selling 


tre 


making 


dispensable 


You's 


al 


chal 


rot to 


keep growing to meet new and more 


complex problems. That's surely true 


in the electrical business 


His sales 


equipment 


experience with engineered 


I formally, when he 
saleman. The job 


still is a matter of 


regan 
vas a ftairly new 
involved, a big one 
pride It was tor 
and lighting for the 


distribution 
Market 


service 


Farmers 


Carlisle. There was a 400-amp en 
trance and a SO-kw load 
Thi ale was due more to the con 


Magee says. “I 
illing on him for some time 


tractor than to me 
had hes 
picking up a few ales. Soon I was be 


vinning to have his trust. Finally, he 


isked me to handle the Farmers’ Mat 
ket job. | iw that this was a real 
hance, so | pitched in, learning as | 


nt ind we got the order This con 


fidence, to me, is the most important 
thing in lation vith customers.’ 
From thi ile, Magee began to ac 


tively seek service and distribution jobs 


vhere more was required than an order 


pad His ile 


taken in industrials 


over the years, have 
contractors and 
even hardware dealers. Each has been 
teady 


put extra effort into selling 


marked by a volume growth 
Magee has 
new service equipment to churches; he 
that he has helped contrac 


tors on about 60 


estimate 
hurch projects 
e Backing Magee ts 
the assistance he gets 
Dauphin of 

Sal manage 
Nuck up Maver 
hardly 
today's complex electrical equipment 
Wi nad 


to manulacture 


quick to stress 
from within the 
mnization 

H for 
idea that the sales 


example 


man can know enough about 


many men as we Can spare 


chool 
We think that they give a man more 


Hare savs 


depth than do one-night stands at our 
sules meeting and that sales train- 


ing, even of a product variety, rubs 
off on everything a salesman does.’ 
Magee 
from his sales assistant, Bob Spiess 
Spiess, in effect, is Magee’s Man Fri 
day. He handles telephone problems 
deliver pricing ales tools, etc He 


contact with the factory 


also gets considerable help 


ilko keeps in 
vhen required, and handles editing and 
back orders. “I help Bob so he'll have 
more time to sell,” Spiess explains 

The same kind of help, on quotation 


obs, com rom the firm’s estimator, 


Johnny Smeltzer. He 


legwork with manufacturers’ men, with 


ilso does lots of 
pecifier uch as consulting engineers 
e Impression the final 
Magee stresses that this teamwork can 
pay off only 


analysis 


when the salesman does 
his job: serving as Dauphin’s repre 
sentative 
Sincere int 
his LISTEN 
job Mage 
ounts And 
You can't put 


customer and 
and in helping him do his 


COTM ludes 


rest in the 


what 
neerity can't be a veneer 
elling on and off like a 


coat: ite a tull-tirme job 
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For one distributor, this is the successful result of concentrated planning in . 


Producing a Sock 
By Robert S. Bush ales Meeting— 


COMPANY sales meeting can be a succes ol and a sereen on which to show motion pictures and 
a flop. It all depends on how much you want it lide 
to succeed and how much work you're willing Additional space was made available in an adjoin 
to put into the preparation ing area in which refreshments could be served 
Fred H. Taverna found this to be true several year Since our program of planning sales meetings wa 
ago. Among other things, Taverna heads the adverts put into effect, the attendance has been excellent 
ing department of H. N. Crowder, Jr., Co. of Allen Taverna says. “We know when personnel can most 
town, Pa. In addition, he is in charge of company conveniently attend meeting ind consequently, we 
personnel relations and promotion have plenty of time to arrange them 
You flounder a lot if you don’t have some kind of e Personnel Informed —[n addition to the regular 
program to follow in planning and conducting sale meetings for all personnel, sessions are held once a 
meetings he savs I know month for management and salesmen. These are de 
: e Space Insufficient——Until three years ago, meeting signed to cover internal problems relating to product 
were held in Crowder’s main office in Allentown (the ind services, facts about new products and discussion 
firm also has branches in Bethlehem and Easton of relations between salesmen and manufactures 
Faverna explains that space was crowded. Desks and representative 
4 chairs had to be moved aside to permit seating. Often The benefits from our meetin ire invaluable 
alesmen had to sit behind pillars and were unablk laverna comment Our men are full-line Hlesmen 
to get the most benefit from the mecting and because we represent many manufacturer h 
Taverna decided it was time for a chan ind impossible for them to know everything about each 
tarted his four-point program (see following pages) product without the manufacturers’ assistance 
on its eventual road to succe Ihe sales meetings are necessary to keep our per 
First, an area was needed for a permanent meeting onnel informed of new products and changes in basi 
room. To solve this problem, space was made avail _ products. Without them, we would be stale on idea 
ible on the second floor of Crowder’s nearby ware ind would be a ‘hus been as an organization. Our 
house. The area—called the Gray Room was ce policy is to keep up to date to pr de the best service 


orated and furnished with chairs, tables. a blackboard for oul istomer 


Turn page for Taverna’s program 
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Sock Sales Meeting (cont.) 


Crowder's Fred Taverna— 


Everything from producer to 


the firm's chief caterer 


hormerly pent considerable time con 


tacting manufacturers representatives in an attempt 
lo arrange programs for Company personnel, Now 
however, his sales meetings have become so popular 
that representative isk him for future “bookings 

I weigh everything carefully 
If | think the topic will be of 
benefit, | vo ahead with the arrangement 

Alter he hecked his master list of outsick 


activitie for 


veTna ¢ plain 


ufficient interest and 


personnel (see ep /) 


laverna chooses a date for the meeting and notifie 
the He then checks to see 


be needed, and end i 


what props will 
memo concerning the 
meeting to company personnel in the main office 


and two anches requesting they indicate whether 


From producer 


or not they will attend 
bor several weeks betore the 
lists the event in a weekl 
bulletins about the 
before the night of the 
Attendance 
ed and the interest of the topi 


meeting, Laverna 
company bulletin. Special 
meeting are distributed shortly 
presentation 

usually 


depends on the product 


cliscus to members 


of the various departments, Taverna explains. He 


udds that normally, there are 20 to persons at 
tending cach sales meeting, which lasts from one to 
three hours 

Hall way through the longer meetings, a “retresh 
ment break is used by company personnel to 
what) has 


always served following the shorter meetings 


discus been said. Refreshments are 


to chief caterer 


Four Steps Compris 


4 


1. Finds convenient meeting date 


Several 
day r 


thi 


e 
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Turn page for other steps 
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Sock Sales Meeting (cont.) 
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ABC's of SELLING—NO. 8 IN A SERIES 


“But Mr. Martin says a $50 account barely meets selling expenses!” 


Pegging a Customer's Potentia 


Junior Stevens picks up the fundamentals of selective selling from Pioneer 
Distributors’ power sales specialist, Ross Harding. He discovers that ''know- 
ing your customer" isn't an empty phrase but the key to productive sales. 


By Winston N. Coburn* 


UNIOR STEVENS, cub salesman for Pioneer Fle« Think he may eg ) $300 a month some day? 
tric Distributor checked into the Middletown Inn Yeah, I think so, but it’s just a feeling I have 
hetore the supper hour to make sure of a room for Look, Junior, here the way I feel about selective 
the night. He had planned for a quick supper to be topped selling. Pioneer hired us tor sal en because they have 
oll by a round of evening call Then Ross Harding faith in our judgement. Whether we choose to sell an 
Pioneer's power sal pecialist, dropped a hand on his account or not depends great! on what we learn about 
shoulder that account. It goes right ba oO the first rule of selling 
Hi, Junior! Just the man | wanted to see. How about Know your customer.” Th cess of Pioneer Distribu 
an early dinner with me?” In the dining room, Harding tors wall de pend upon how mart a job you and I do 
continued, “Met a triend of yours today -Clem Wheelet in figuring where the present and tuture sales potential lies 
he ha in order for you, but you've missed him a in our territory. You have to work hard on today busi 
couple of trips ness while you are trying to develop tomorrow's. Now 
Junior winced Yeuh, | hate to tace Clem again after Clem Wheeler sounds to me like future busines 
all the build-up ve given our firm in my sales talks I wanted to keep him, Ross, but after all, Mr. Martin 
You see, Mr. Martin has been talking to me about con is the boss 


centrating my selling where it counts, and he sort of said Yes, Junior, and the boss 3 proven salesman, but 


al 
that | better skip Clem until he could buy enough to pay he doesn't know Clem personally. Martin depends on you 


to call on him. Mr. Martin figures that an account must to go to bat for custome! ) ave uth in. Once you 
average at least $SO a month to pay a salesman to call plead to sell a customer ve to it that he 
But you can't select accounts on that basis: instead proves good. In th na Mi al omg to be paid only 
you have to consider j ‘ potential Now tuke Clem for sale Since you are wv iw ) judged by results only 
How much potential does he have’ don't you want to selec ho ustomers who eventually 
CGiosh, | don't really know, Ross faltered Juntwr will give you the great ol Would you like 
Everybody likes Clem. | think he may be buying around to know how I analyzed my accounts? 
$75 a month now, altogether, but he has only been in I sure would, Ro wont take too long. I've got 
business a year just getting started and he ts spreading some more calls to make 
his purchases over two or three supphers Junior, it won't take lone and wt will probably sound 
Mr. Coburn wishe to acknowledge the ; oenene like old stuff. When you have to decide whether you can 
H. K. Phillip ales manager, Electra Supply ‘ afford to spend time selling an account, ask yourself just 
Poughkeepsie, N.Y eight simple questions, then don’t make the decision until 
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you can answer these questions new firm created to serve some untried 


“One—how well do you know the customer? Does the trical business. They are a long-shot bet—citl 
man or the firm exhibit a consistent character that will uccessful or very disappoint 
permit you to judge integrity, reliability, devotion to dut “Six—does the customer get along with people? Atk 
persistence and industry’? Has the customer given an lealing with the trade fk irs, Pam reluctant to deset 
indication of his aim, his ambitions or his reasons tor f ' Sometim ell 
operating a business? Find out how other people feel ouchy tyy { | n 
about him and match their impressions with your own " has t me sh hy 
Iry to learn the extent of his training experience ind \ n be doubt f tom j 
general background; and from this try to judge it he r ild m tl 
properly prepared to operate a business. You must I t his mark Y find, J I 
prepared to make some starting illowancs ent 1} 
your customer can be lacking in some qualith { | ! wth of ton hat he de 
ceed because he has the capacity to grow with a j tisty th tonne i tl ‘ i} eventual 
Established firms can change character as new or yout promt. | k ! hat i can bye 
personnel take over, or they can reach a limit of growtl firm with | trad And. of 
because of inherent weakness. Since a customer t Is te look | { 1 
project his character into his business, you really need bil hy ; 
know your Customer H ihout Pion tv 
“Two—is he furnishing a necessary service? |) I ked Junior, “S though that would qu 
x have a definite market and what are the limitations ot 
that market? You will need to observe the typ { ‘ Hard Ihink 
business that he solicits and serves. From thi ueocan fw thi 
judge what market he ts trying to cultivate and, int “Seven——can we better serve the customer? Pind real 
you can estimate his potential busine You must hat ye hy It 
consider the competition that will share narket find ol 
him. In general, the customer ha tudied thi full ell ! oat on than , 
before investing his money, but you wall find ca vt po | i I hould r time te | 
a business has been established in a hopel | ‘ { 1 doul 
other cases, a customer founds his busine on his hoy | { { 
to operate cheaper than his competition——and th that have 
good trick if he can do it; but your best opportunit i ntl ‘ hest stom Remen rr | 
the customer who hopes to offer a better service istomer el must | t ve I 
“Three—is he a craftsman? Does his work compare well met! oof of tha 
with other work that you have seen? Perhaps the most led by tl juest l that ws the cu 
obvious clue is pride in workmanship, becat revardl ju nents that nt 1» 
of whether he is a contractor or an apphance retail profet 
there is an Opportunity to take pride in a job well don “bight—do you have ftaith in the customer? [Th 
Observe the grade of material that he uses and jud ! le-cdped sw 1, Jun If th 1) | qual 
he is using the best that the job will afford. Look ft nicl m to nt on ! ful | " 
dence that he is selling his market on using tl ett tt faith. 
grade of material. You should be doubttul ot Isto hin 1 it ily 1 I! | h in 
mer whose work 1s consistently hod Th ‘ 
“Four—is he reasonably financed? Docs he | heck fact 
ficient financial support tor the size of find | faith « 
undertaking’? A customer can start th rath mit 
funds, but by keeping within his” budget 11 
his earnings back into his working capita! n gradual 1} n 
expand his field. Other tart moderatel tI { { 
additional capital, But you will find some firn h 
out with excellent finances who take on too an f 
program and become over-extended. In addit 1) 
working capital, your customer needs to have } { Y } 
of the proper use of credit. Her where many of 
small accounts will tail You should check cred { ! I | 
carefully to learn how your tomer | 
in the past | 
“Five—is he progressive and alert to opportunities? I 
Established firms offer the best chance to study tl ! 
tion, because new firms are often 
- until they get under way. Older firm } f 
tendency to get in a rut and tail t { ! 
evidence of applying power t rt 
methods. If you have a contractor who muah 
of modern tool locating | J 
you may have a tuture big You 
in tor merchandising in sh me b 
their sales program If tu find a ! 
canny sense Of what ts needed in ! f 
to supply that need, you h { COMING NEXT: “Enlargir g Yo uv istomer Market 
in business for a long time with a fturth | t ‘ persuad ng customers to sell needed services in profit 
future growth. You will find it more diff tt t able areas 
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SIMPLIFIES INSTALLATION: Anaconda Silvaling Sk Cable—in ratings up to 200-Amps 


SILVALINE TYPE SE CABLES — 100-AMP RATINGS OR MORE 


_ (Copper Conductors) Even with 2Z2OO- 


CONDUCTOR INSULATION RATING 
(in amps) 


wh you can install 


RHW 


Anaconda Silvaline* Type SE Cable is 
available in both copper and aluminum 


RHW 


RHW 


in sizes up to +4/0—large enough to 


RHW 
MOREE handle even 200-Amp service. No 
(Aluminum Conductors) 


CONDUCTOR INSULATION RATING 
(in amps) 


RHW 


RHW 75 


RHW 


RHW 


RHW 


RHW 


: 
— : 
— | 
#9 RHW 7 
with 4 or 5 neutra 
mmm 7 5( 
nevira 
7 5¢ 130 
= 
wit ) or #2 neutral 
witl j or #1 OF 
= 
3 #2 
100 
with io 4 nevtra 
a 
with #1 neutra 
41/0 
7 5 125 
wit | or 42 neutra > 
with #1 neutral 
mu 7 17 
witt A or 2 neutra 


~ 


can be installed without nduit from weatherhead t eter to fuse | x, and then to rane 


Amp service— 


Silvaline Cable without conduit 


Even with higher ratings no conduit required vith Silver fit S we take ‘ col { 

Silvaline Service Cable. And it's fulh approved house paint ont thy peel bard 
Now, with more and more builder pecilying 104) customer i] t 

Amp service to mect the needs of tomorrow hot-water line can be install | ger 

heaters heat pump: ind other heavy-current ipplrance by nnd then to ran 

you have a golden opportunit to boost Silvaline il See the trom Ania la for full infor 

Contractors’ preference. Silvaline is the only service en end for folder on S TY pe SE Service ( 

trance cable with URC iturant and finish. Kesists te Anaconda Wire & Cable ¢ pan > Broa 

toonimng issures long life York 4, N.Y 


ASK THE MAN FROM ANACONDA 


FOR SILVALINE TYPE SE 
SERVICE ENTRANCE CABLE 


¥ 
™~ 
3 


TIPS ON THE CODE 


Designed to help you backstop customers on... 


Article 300-General Wiring 


An analysis of the new Code provisions on temporary wiring and alternating cur- 
rent systems in metal enclosures and how you can help your customers with them. 


S CONST RUC 


in recent years 


the 
has 


has surged 
subject of 
temporar wiring assumed 
proportionately 

In the 1956 
( ode, its 
nized in the following reference 

“3023. Temporary Wiring. 

a. Suitable disconnecting switche 
shall be installed 


to permit the disconnection of all con 


zreater importance 
National Electrical 
significance has been 


recoy 


or plug connector 


ductors of the temporary circuit by a 
single operation 

b. No 
shall be 


of any temporary circuit 


conductors nor earth 


the 


returns used for wiring 


Personal Comment 
bor the status of 
porary wiring with respect to the Cock 
the 
has 


many years tem 
absence e of 
the 
municipalities to 


has been and 


any 


Vavue 


definite recognition heen 


for many 


rules of 


Occasion 
procedure 
1YS6 Code 
brief 
important fact re 


special 
the 


coveriny 


establish 
While 


rules 


above 
this 


new 
subject are 
and inadequate the 
mams that the Code 
of the hazards presented by temporary 
may 


some 


wiring, and as time passes on, we 


find new additional rules 


this 


expect to 


coverimy subject 


Application 
One of the 


concerns the 


appli ition 
light 


building during the period 


principal 


powell and needs 


of construction, Temporary power for 
hoists 


et usually 


heating 
thi 
period, and the method of wiring, pro 


electrically driven tools 


are essential during 


tecuon and control of such device 
serious fire and personal in 
unless the 
safety established by the 
fied 


of our general building con 


present 


jury hazards fundamental 
concepts ol 
C ode are sati 
Many 
tractors desire to erect a building with 
and often 


4 minimum of accidents 


evidence all over the 


of the 


placards are in 


building warning mechanical 
hazards involved 


Ihe 


is reflected by the nature of the temp 


irony of such placards often 


orary electrical wiring which, in some 
cases, has heen entirely ignored 
Conductors not adequately protec 
ted injury oF 


overcurrent 


from mechanical from 


ungrounded tools, inade 
quate means of disconnect and many 
other hazardous conditions often exist 
in the midst of safety placards 

Such conditions—when permitted to 
will result in personal injuries 
and all of u 
trical wiring industry should cooperate 


hazardous 


exist 
concerned with the elec 


in the elimination of such 


electrical condition 


Significance to Salesmen 
Ihe 


familiar 


distributor salesman should be 
with local laws covering tem 
wiring. In the 


should be in a po 


porary absence of such 


law hi ion to 


vise on the hazards presented when 
a subcontractor is permitted to come 
old 


and 


in with his defective cords and 


equipment connect same to any 


avatilable ource of electrical energy 


Ihe 


ing cannot be 


importance of temporary wit 
and anyone 
in oul it lightly 
has a distorted conc pt of the hazards 
Many of 


cognize Its 


discounted 


industry who treats 


involved our electrical de 


engineers mpor 


tance and specify accordingly with 


requests for a separate bid on the cost 
of installation 


lemporary wiring has progressed 


from the day when a tew ftestoon 


hivehting 


Power 


conductors were suflicrent 


and lighting needs of today 
involve feeders, branch circuits, panel 
and 


fun 


switches 

Ihe 
the 
oncern such equipment 


boards disconnecting 


similar types of equipment 


damental requirements of C ode, 


which should 
he reasonably applied 
Also Article 
inother hange. It 
tained in the tollowing reference 
“3018. Alternating-Current Systems 
in Metal Enclosures. Where run in 
raceways oO! armor, or 
SO am 
the 


operating on al 


under 300, there 4s 


significant is con 


metal cable 


where a current of more than 


peres enters a metal enclosure 
onductors of circuits 
ternating-current shall be so arranged 
the metal 


capacity of a cir 


erheating of 
the 


ivoid oy 
tion. If 
that it 4s 


i to 
madu 


cuit 4 uch impracticable to 


How Section 3018 Applies in Field 


INDUCTIVE CIRCU 


ond the metallic boxes 


installed in the same conduil the 
effect is mnimized 


Current flowing over conduit 


Current flowing through conductor wil/ cause current 
fo tow over the metallic path provided by 
This will cause the racewoy 

fo become overheated which will damage the conductor 
A voltage drop also will resu/t When both wires ore 
uclive 


JO amp load 


+ 


Mom Swifch 
fhe racéwoy 
nstalilad 
when a neutral 
conduits 


‘s only 


The above circuil is indu n conductor 


D APP, ATION 


conductors/ phase. 
m neutral conductor 


Congyit A 


will be minimized 
equiva ( stalled in both 
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FIG.2 30-4W-WYE ACTUAL 
. 
NAB Conductors in multiple 
2-500 m : 

j 
Feeder pone/ 
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in a series by B. A. McDonald 


NOTED AUTHORITY ON THE CODE 


run all conductors in one enclosure 
the circuit may be divided and two or 
more enclosures may be used provid 
ing each phase conductor of the circuit 
and the neutral 


used, are installed 


conductor, if one is 
in each enclosure 
Ihe conductors of such an installation 
can conform to the provisions of sec 
tion 3105 for 


Induced 


multiple conductors 


currents in an enclosure 


can be avoided by so grouping the 
conductors in one enclosure that the 
current in one direction will be sub 


stantially equal to the current in the 
opposite direction 

“In the case of circuits supplying 
discharge lighting 
X-ray 
and under-plaster extensions permitted 
3441 to 3444 
the currents carried by the conductors 


vacuum or electric 


systems Or signs, oF apparatus 


by sections inclusive 
are so small that a single conductor 
metal 
without 


may be placed in a raceway Or 


cable trouble 
from induction 


“Where the conductors of a 


armor causing 
circu 
holes in the 
the effect of 
minimized by 


through individual 


wall of a 


pass 
metal cabinet 
induction may be 

‘1. cutting slots in the metal between 
the individual holes through which the 
conductors of the circuit pass, or 


passing all the conductors in the 


circuit through an insulating block 
used to cover a hole in the metal cabi 
net, sufficiently large for all the con 


ductors of the circuit and providing 
individual holes in the insulating block 
for the separate conductors.” 

The only change in the above Code 


rule is the substitution of the under 
scored word “minimized” for the for 
mer word eliminated.” In other 
words the inductive effect may be 
minimized but not fully eliminated 


This fine print note has also been re 
arranged in the interests of clarity 

Regardless of such minor revisions 
this Code 
disregarded or misapplied in the field 


rule often has been either 


believe the significant factors 
clarified at thi 


and we 
involved should be 
time 

It should be that 
two distinct provisions as follows 


I he 
metal 


noted there are 
first concerns conductors in 
cable with 
no limitation with respect to the cur 
other than 
the second fine print note 
2. The 
cerns conductors 
amperes 
enclosures 


The 


raceways Of; armor 


rent involved covered by 


second provision only con 


carrying more than 


when they enter metal 


illustrations covered by Fig. 1 
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More than 50-amp Conductor Rule 


50 AMPERE 


FIG 3 
of switchboord 


PROVISION 


Terminals 
50 amps T 4 Seporate bushed holes 
60A) 60A*|| 60A msulating bushing 

— “tt 


Conduit 


Guller, wirewoy er 


This arrangement Metal enclosure 


/s inductive { Conductor ond insulotion 
+ 


Magnetic field varies trom O fo maximum 
1/20 times per second Resulting current 


creates heal and damages msulation 
One remedy: cut slots between conductor holes 


| 


Conductor and insulotion 


Magnetic circuit broken 


How to Avoid Inductive Effect 


THREE WAY SWITCH CIRCUITS 
| 

f 


f 
‘ 
1 cabl 
4 ormored cable 
ormore > 
cable ’ The current feeding the load 


through the 2 wire cable returns 
71) 4 over the grounded conductor in 
2OA the 3 wire cable This circuit 
not apply to non + will promote inductive heating 
metallic cable Jo minimize same 2-3 wire 
cables must be used as 
shown by dotted tine 


This rule does 


and 2 cover the first provision ind big 


4 covers the second 


[he arrangement of the conductor 
with 3-way witch 


carefully 
inductive effect 


applica Article 310 


involve d 
should be 
wish to avoid the 


Lions considered 


if we 
which results when both the live and 
the neutral conductor are not installed 
eway or cable. Fig. 4 


in the same ra 


illustrate uch an inductive circuit 


COMING NEXT MONTH: 


Conductors — 
Covers new provisions on insula- 
tion including those recognizing 
silicon rubber insulation and the 
new type RHE insulation, Dis- 
cusses the significance to you. 
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NO 6 
if 
an 
FIG 4 
§ 
4 
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MORE 
PROFITS 


OFF-THE-SHELF SERVICE 


Means greater convenience for 
your customers Circuit break 


ers, load centers and panel 


boards can be delivered right 
from your stock. Immediate de 
livery assures you of greater 
customer satisfaction and faster 
profits 


a) 


& 


MORE LESS 
VOLUME INVENTORY 


OVER-THE-COUNTER Combination 
lighting and power panelboards, with 
new G-E 3-pole circuit breakers, mean 
fewer items to stock and better service 
to your customers 


net ! ligt nad power pane ird 
ne stomer en 
ih tl hh re 
d EN TRA PROFTI 
te ed in f 


CIRCUIT BREAKERS PLUG IN EASILY AND SECURELY to load center QUICK-MAKE, QUICK-BREAK CONTACTS CAN'T BE TEASED IN OR OUT 


and panelboard tob Self aligning, silver plated copper pressure con Commontrip actor provided ; 7 13, e break 


tacts assure positive contact and longer life. Contact pressure is mair disconnect of all unground 


tained by spring steel ip ch assure electrical connection equivalent ircuit occurs 


to bolted joint molded phenolic case. Straight i 


Progress /s Our Most /mportant Product 


ENERAL ELECTRIC 


1 
Now your cust is 240-volt it rite from ¢ 
n that EXTRA 
4 () f With rie | 
(;-1 ‘ | er p er panelbe rd pat ‘ 
both assembled and ed), Type NLP lighting panel first, his circuit break = 
bowrd ini a ‘ mid pole | fie ! 
mipere feo } ad 24 ipply ip to quicker ‘ 
The Type TOL! combinate htin ind power you profit he LW LINE Ol 
paneiboard, a ed specifically for the wolype TOL, « PLUG-IN CIRCUIT BREAKER PANELBOARD 
t breaker date coml ol (set tl piete | 
re 
sit Cor tors whe verload hort 
leg Breaker factory sealed in tampe f 
j 
g 
G 


THE SALESMAN’S TECHNICAL NOTES 


SETTING ON ROCK 


may be accomplished with- 
our blasting oula hole. 


fren pint set snto both rock 
and pole base holds po/e 
position, external guys 
hold pole upright 


fron collar reduces sailing 


or shreading of pole dase. ROTTED POLES 


say be | 


(OMMON POLE-SETTING te / 


Length | Depth, | Depth 
or pole in 


270 | 5 | 3 CRIB BRACING” 


45 3S | split fo 
tight angles Fo 
40 7 45 pole plis about 
75 4 | 2? of Samped 
Socks off opposire 
8 6 side al poke base 
Ig 65 add suppor? 17 
of Swampy 
6 snches for poles Ground. 
CU7VES OF COLlIETS. 


POLE SETTING 4y amd PIKE POLES with see/- 


reguires cooperation aria Jearr- 
Too/s. (‘nto Pole. 


CANT HOOK consro/s SK 
& 


te movement 


prevents rotation 


or JENN 


NY ike 


rotects back 4 of pole weigh? 
‘yall of auring drection. | 
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Pinpoints the Information You Need on 


By W. J. Novak 
and J. F. McPartland 


N ADDITION to clearance over 
buildings and other obstructions, the 
number and types of crossarms to 
be mounted on each pole determines 
the height of poles to be used—the 
more crossarms, the higher the poles 

And spacing of poles in pole lines 
varies with particular conditions of 
an installation. Common pole spac 
ings for typical industrial and utility 
lines are between 100 feet and 150 
feet, although much greater spacings 

up to S00 feet—have been used 
on lines using ACSR (aluminum cable 
steel reinforced) 
Pole’ Setting—Setting of poles 
varies according to the type and size 
of the poles and the conditions of 
the ground in which they are set 
One rule of thumb has it that poles 
in Straight runs should be set in norm 
ally solid ground to at least one-sixth 
of their length 

Typical depths for pole settings in 
normally firm ground are: 5 feet 
for 30-ft poles straight-line pole 
runs; 6 feet for 30-ft poles in line 
curves, corners or points of extra 
strain; 7 feet for 50-ft poles in straight 
runs; & feet for 60-ft poles in straight 
runs; 9 feet for 70-ft poles at 
curves, corners and strain point 

Typical pole line installation pro 
edures and requirements are as 
follows 

In general, all the poles in a run 
should be set to maintain an even 
yrade. When the average run 1s level 
should 


more than 5S feet in height 


consecutive pol not vary 


In a pole line run caretul selection 
of the locatioas for setting the pole 
ivoiding setting poles in extremely 
high of low po nts when passing over 
uneven but venerally level terrain 

in assure relatively level line with 
out using pole which vat vreatly 
in length 

In straight pole line runs, all poles 
should generally he ct perpendicular 
to the However where the 


line curves or angles, poles are usually 


ground 


et with a slight slant away trom the 
direction of pull which will be exe 
ted b tension of the installed con 


Pole holes must be large enough 


to accommodate the | ole butt with 


Pole Line Equipment-II 


out need tor slicing or shaving the 
pole and to permit tamping of the 
dirt and fill in the hole around the 
pole after it is set 

Such holes should be essentially 
constant in diameter for their depths 
And after the hole has been refilled 
and tamped solidly, dirt) should — be 
piled in a cone around the butt of 
the pole to provide drainage of the 
water away from the pole 

Whenever it is necessary to shorten 
a pole on a job, this should be don 
by sawing a piece off the top end 
And when this ts done to. treated 
poles, the bare end should be treated 
with a further application of presery 
ative of the type used 

When poles are set along the edy 
of cuts or embankments or any other 
place where the soil might be washed 
out, care should be taken to provid 
a Substantial foundation for the pol 
On embankments, the depth of set 
ting of a pole should be measured 
from the low side of the pole 

The methods and procedures for 
setting poles in other than normally 
firm ground vary widely with the 
type of ground and with general con 
struction characteristics of the pole 
line itself 

Various spec ial setting methods are 
used for poles in weak ground indy 
soul, swampy areas and in rocky 
vground, as tollows 
Concrete is commonly used tor 
setting important poles inv Lorne 
yround 

In swampy ground sand barrel 
setting is widely used. This consist 
strong steel cylinders or 
strong barrels (in either case ibout 


of using 


} feet long) to facilitate digging of 
the pole pushing the barrel 
down to form the walls of the hok 
as it ws dug. The barrets keep the 
vround forming the sides of the hol 
from Ollapsing during the divging 

In such ise the pol et il 
the barreled hold and the inside of 
the barrels are then filled with clay 
and or other firm soul 

If wooden barrel ure used tor 
thi method they ma hy left om 
place in the ground: if steel-cylindes 
tym and harrel are used, the 


re removed hy hoisting them out 


of the ground after the pole i set 
and the hole filled 

In either is the pole 
viven a much larger bearing surta 


to provide greater support tor mt in 
the loose ground 

Another technique used to strength 
en the setting of poles set in swampy 
grounds uses braces attached to the 
pole butt just above or beneath the 
ground level 

Such a brace is commonly trangu 
lar, with a cross piece attached to the 
pole butt about a foot underground 
and 4 supporting piece attached be 
tween each end of the cross piece and 
the pole at a point half way up the 
pole to the first cable on the line 

I hi preces used for making such 
braces are usually lengths of old poles 
Crossarm bolts are used to. attach 
the pieces. Bracing methods are rec 
ommended wherever concrete toun 
dations would be used if the line 
were important 

Another pole setting technique used 
in marshy areas ws the A 


Tha consist of two poles set about 


structure 


6 feet apart at the base but with 
their tops brought together and 
clamped, and with a common. cross 
piece of an old pole attached between 
the butts of the two poles beneath 
the ground 
Setting pol 
ing of the pole holes A ty pu al pre 


in rock requires blast 


etting consists of 
ubout Ik inches 


cedure to uch 
first drilling hol 
deep at the poimt of the pole hole 
ind the gu inchor positions 

tick of dynamite 1 et off in each 

Fach hole 1 leaned out after the 
blast and the procedure is repeated 
until the required pole and anchor 
hole depth is obtamed im rock 
provide strong support for pol ina 
do not have to be as deep as hok 
in normal yround 


e Erecting Modern pole set 


ting os usually done with the aid of 
pole-setting truck line trucks fitted 
vith boom ind winehe to lift and 
move the prorle In urea ahere there 

no wee or room tor maneuvering 
vehick the pol are et by hand 
Experienced line rew im upend the 


pole and slide it into the hole in a 
matter of minutes using sharp-pomted 
pike pol or “jenny” pol 
rest ind cant hoor used at the base 
tw revent rotation Dirt ind tore 
then packed 


lamping 


Next Month: Pole Lines—ill 
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MEN RESPONSIBLE FOR 


POWER DISTRIBUTION KNOW... 


iF PARANITE 
IT’S RIGHT! 


FROM AERIAL TO UNDERGROUND CABLE... 
Whatever the application, electrical contractors have learned 
through experience that Paranite products are consistent in 
quality dependal service! Paranite Parause” Under 
ground Cables; Type RR Hydro-Therm", Service Entrance 

and the quality line of RH-RW, RHL and TW build 
all possess desirable physical properties that 
assure maximum performance on the specific job for which 


were engineered, Convince yourself specify Paranite! 


Paranite HYDRO THERM Types RW RH 


PARANITE WIRE AND CABLE 

DIVISION ESSEX WIRE CORPORATION meme 

FORT WAYNE 6, INDIANA terme 
MANUFACTURING PLANTS. “Birmingham, Ala; Anaheim, Calif: Jonesboro, Ind; Marion, Ind; Tiffin, Ohio 


Warehouses*® and Sales Offices 
*Kansas City, Missouri Rochester, New York 
*Los Angeles, California *Portland, Oregor *Saint Louis, Missouri 
*Nework, New Jersey Upper Darby (Philadelphia,) Pa *San Francisco, California 
Omaha, Nebraska Phoenix, Arizona Springfield, IMlinois 
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Atlanta, Georqia 
"Chicago, Detroit, Michiga 
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Sound-Rated 


Constant tests prove that ALL Sorgel dry-type ind 
transformers have low sound levels and high effi 

ciency. These have been outstanding features in 

Sorgel transformers for many years; in fact, we 

are the pioneers in establishing low sound levels 

which we guarantee to be well below the estab 

lished standards in ALL ratings up to 3000 Kva. 


Completely modern testing facilitic 
prove the sound level, efficiency, temperature rise 
and performance of Sorgel transformers before 
instalation, 

Because of their low sound level, ALL Soryel 
dry-type transforme are adaptable for any 


Sales Engineers in Principal Cities 


SORGEL ELECTRIC CO., 832 West National Ave., Milwaukee 4, Wisconsin 


40 years’ expertence in the development, manufacturing and application of transformer 
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ol nstallatiol espectia vhere low ound 
| mportant tactoy 
ne Wberal ae sorpel ay type transtorn 
re ilt in high effierene it all load and the 
carl an overioud dut emerven nt; 
operating temperature a 
ryel sound-rated trat ormers are time-tested 
and are pecihed by discriminating enyinees nnd 
Ise} evel vhere 
Available in a tandard and termediate rat 
Kv; te Ky; j 15000 alt 
oryel transtorme) are alse Corporated ! 
4 ‘gee 
ibstatior \Vallable th make of 
‘ 
Vvilenyear, or trom at ibstation 
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The supplies storage area (‘‘A’’ on floor plan 


ng and 80-ft wide, in- 
luce spots for housewares and gehting. Fork 


ed t move ipples 


of high ceiling iv 


APPLIANCES 
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S U p p L | E S 
around ar get use building 
aS There full use f pace in the appliance torage area, to B on plan It 
ft and eparated from the ipplie y awa Merchandise is fed ir 
ae y railroad, goe it by truck. Majors are displayed in auditoriu 


Railroad Dock @ 
J 4 


t 


verheaod Doors 


Warehouse 


Woare?r 


Mousewores 


} 
oO Cost Dept 


Oisploy Window bby | Office 


mmit Streert 


Floor Plan 


! Sumout Street shich leads north to De 


\\ ‘fis the word for things at Commercial much-travelled { 
Electric Co loledo. It aptly describes trou, and by the nearby Toledo bay wis 
42-11 


the supply-and-appliance firm’s new 4!2-acre home—in In addition to supplies storage, there's a upplies 
cluding warehouse, parking and service area counter at Commercial (5), located near the entrance 
Ihe above floor plan tells much of the story. The build from the parking lot. Telephone salesmen (6) are at desks 
ing itself, one floor with offices on the second, takes up there, as is the purchasing agent (7). Executive offices 
7,000 sq ft The supply and appliance forage areas are on the second floor 
(photos, left) each run 12,000 sq fl Housewares are displayed in a room (4) near the front 
Shipments in and out at Commercial are facilitated by door, residential fixtures are mounted overhead in the 
the long railroad dock (/ on plan) and by the six-trailer ime room, Commercial-industrial fixtures are hung in 
truck dock (2), including a dock for pickups (4) the counter area. The auditorium (9) 1s used tor display 
There's parking space for 250 cars in the firm’s fenced ing majors and for meetin of all type It will seat 200 


Continued on page 58 


lot (4). Customer access to the house is made easy bi 


Delivery Facilities 
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4 Woret “ Agent 
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{ Auditorium a 
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Summ Street 
%, 
{ 
j 
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They include pen 1 ge ind pickup mpany Me 
ee For open house story, turn page as 
; 


Acres of Warehousing (cont.) 


Grand Opening in Grand Manner 


OMMERCIAI 


opening like its new Loledo home 


Llectric Co.’s grand 


is no small aflau 
Over 6,000 person ittended = the 
open house three tine the number 
pected. They danced to the music of 
Pee Wee Hunt. The ite from an al 
full buttet tabl the iW 


eryvihing trom acre of warchousimg 


Stuntord Groldman, executive vice 


president of Commercial, feels that the 


re house i a demonstration of con 


fidence in the electrical industs in 


rowth and in the 


mand tor on lop for 


electrical product 


e Moving Goods is quite a 
different etup than we had down Open House Dancers 
flown Goldman add We not only Suest wing to the musi { Pee Vee Munt ry the tage t mmercial 


needed more space but we wanted it 


lin one spot and on one thoor, That 
th iv to move woods eflicirently 
Comme! ls old quarters contamed 
1O.000-sq tton three floors and a base 
ment. Added to this was another build 
ing With 32.000-sq ft ome LO block 


iy trom the main location. Parking 
even with a rented lot, was madequate 
Ihe firm has gained in its move more 
usable square feet.” It also has good 


parkin md truck dock facilities 
Changes in product emphasis wert 


possible at the time of the move, Gold 


idd Ihe dential hehting 
howroom was eliminated as such: fix 
ur ire now displayed in the house 


irea. Greneral Electric Co. took 


over apphance servicing (EW-—Jan 


p. 146), cutting out another com 


mitment Ihe result was added flex: 


boutit particularly space for the new mmercia 12-ft supplie inter 
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Supplies Counter 
serv hief d 
plays are firm me ila ndustrial fixtu ne 


The New Kraeuter 
Precisionette Offers 
Colorful Profit Picture 


It a rapid moO ing 
Profte ional Preci ion Pliey 
p handles for added comfort. 


BUY THE FINEST 
BUY KRAEUTER 
BUY AMERICAN 


FESSIONAL TOOLS 
| 
3 
ch of 4! 
theu hionw 
Kraeuter now offers cushion grip handles in wo. 
a variety of color at no extra ¢ t), for yout ain | \ 
customers to choose from. Here is something | Pe 
new in tool department merchandising. Stock 
added profit | 
KP-2 DISPLAY CONTENT Retail Value — 110.70 | 
41 Diavonal—? Dealer Cost 72.80 
83 Chain Nose—9 Your Profit ($36.90) 
84 Flat Nose—6 
k5 Round Nose—6 No charge for display 
2 | 4 
| 
| 
of 
} 
/ 
a 
AS TOMORROW 15 HOPE 
hand tools 1860-1969 
| 


KRAEUTER | 
Fine TOOLS 


Wake Up Your 
Tool Sales With 


New Color Line! 


4 
a 


< 


Kkraeuter &cCo.ince 


BUY KRAEUTER 
— 


Midway through training, Buck Ryan and President Bob Stott look over distributor's scrapbook, re- 
view the pioneering service-selling traditions of firm. This is a vital, confidence-building step in 
Tristate’s program for... 


Training Tomorrow's 


Salesmen—TODAY partir 


By George D. Farley a 
oe FUTURE SALESMAN Buck Ryan, the time But first—under the guidance of Tristate’s pr 
has come for a backward glance and a forward dent, Bob Stott Ryan is thoroughly briefed in th ‘ 
look at his training schedule history and elling tradition ol the sf) r old | 
Up to now, he has spent five months in Tristate Maryland distributing firm 
Baltimore branch warehouse performing the duties of e Selling Spearhead—Taking a personal interest in 
a receiving clerk. order assembler and trafic man each trainee, Stott explains th ilesmans respon 
What's more, two months at the Kardex have in ibility to his customers and hi OMmpan the ke 
doctrinated him in all the complexities of inventory man charged with merchandising electrical product 
price control and local purchasing In a series of chats, Ryan is shown the challen 
Well schooled in the service fundamentals of and the opportunities ahead. But that’s not all. Hi 
talk with the president have Is built am 


electrical distributing, he is now ready to enter the } 


conti ce the | af 
basic selling phase of his training at the counters nucleus of confidence he kind n't 
kind that O Vital to a ung man who'll | 
*This is the second of a two-part analysis of Tristate Electrica for the first tume in hi life 
cs s forward-looking |8-month training program. Part of 
Now he ready to tackle ounter 


peared in EW —May 57. p 83 
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TRISTATE TRAINING PROGRAM 
PROGRESS REPORT CHECK LIST 
Branch 
Supervisor 
Trainee 
Date 
III COUNTER 


Counter Man 


Check 
Status * 


1. Knows manufacturers products. 

2. Correctly prices material. 

3. Takes customers verbal orders. 
ie 4. Takes telephone orders. 


5. Checks customers credit before selling. 


6. Substitute correct material to do job when other material is specified. 
Back order only when no substitute is available. 


7. Interpret sales policy and its proper handling and particularly the 
handling of an initial sale at the counter. 


8. Promote sale of obsolete slow moving, and overstocked material. 
9. Price counter tickets. 
Records low items in Want Book, 
ll. Keep counter area neat and sales aids and samples properly placed. 
2. Change display merchandise periodically. 
13. Keep petty cash from sales accurately. 
14. Ability to meet people. 
15. Courteous, polite and desirous of helping customer. 


16, Maintains counter catalogs up to date. 


17. Investigate customer complaints and make necessary adjustments. 


A ~ Satisfactory C - Helped 


B - Alone D - Demonstrated. 
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Training Tomorrow's Salesmen TODAY (con't.) 


COUNTER: Boot Training 


for Creative Selling 


OOD-WILL ambassador, troubleshooter, products and apph 
cation expert, but above all—creative salesman. That's what 
a competent counter man should be. And that’s what [ristate 
aims to turn out in its five-month counter training phase 
Counter Manager Don Kimmel (welcoming Ryan, above) supei 
vises and counter salesman Arthur Voss (right) pitches in to help 
Ryan learn the many duties and selling skills needed 
e Talents Tested All the product knowledge he possesses | 
iapped almost daily. So is his patience, occasionally. Whether 
he’s pacifying customers or pushing profitable items, all his basic 
selling talents are being tested, sharpened and rated on a Progre: 
Report Check List (lefr) PRICING | 
As a counter salesman, the trainee meets and masters the tant pra t rster 
challenge of face-to-face selling, realizing just how much customers 
will depend on him and his company’s performance when he get 
out in the field 


SELLING UP perhaps | most important duty — give inter salesmar 


} j t fitable 4 re lou 


tte tr VierCnandise wit? riarry VV ¢ hi 
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TRISTATE TRAINING PROGRAM 


PROGRESS REPORT CHECK LIST 


Branch 
Supervisor 
Trainee 

Date 


IV ORDER EDITING 


a. Order Department 


Check 
Status* 


Pull and file back orders. 


Compare back orders with Kardex as to resale, cost and description. 


Check complete file for orders. 

Handle cancellations on customers orders. 

Handle telephone selling, quotations, complaints. 
Cost and price non-stocking items. 

Check order for proper identification of material. 
Makes equivalent substitutes wherever possible. 
Edit customers orders. 

Check orders for proper catalog number. 

Write factories for price and delivery information. 


Locate merchandise for customers in cooperation with purchasing 


department. 

Courteous on phone. 

Gives information without unnecessary detail. 

Handle back order tickets from Kardex. 
Satisfactory C - Helped 


Alone D - Demonstrated 
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Training Tomorrow's Salesmen—TODAY (con't) 


ORDER EDITING: Learning Importance of 


Accurate and Versatile Inside Support 


S A TRAINEE in the order department of Tn 
state's Baltimore branch, Buck Ryan broadens hits 


knowledge of customers, their needs and what a 
salesman has to be capable of doing to satisfy them - 
He not only edits orders trom the field but also 
handles phone calls from a great variety of customer: 
. contractor purchasing personnel, utility peopl 
engineers and dealers. Their requirements, background 
and jargon differ. So, Ryan learns, his approach to 
serving them has to be talored ind detailed ; 
r e Accuracy Vital—He must have the answers to 
dozens of pointed question or at least know where 
to find them in a hurry. He acquires a talking and 
vorking knowledge of thei particular fields, relates 
his products to them. He uns what almost amount 
to a reverence for accura realizing what mustake 
in oder editing can mean to a distributor's reputation 
ind to the salesman who has to face an wate customer 
End result: the trainee appreciates what top ordet 
editing will mean when he’s on the road and realize 
how versatile a upplie tlesman has to be 


PHONE SELLING expand ntact wit ntract ACCURACY rtant 


sta fr and ce nm 4 
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PROGRESS REPORT CHECK LIST 
Branch 
Supervisor 
Trainee 
Date 


IV ORDER EDITING 


b. Quotations 


Status” 
Prepare quotations. 
Correspondence with manufacturers on quotations. 
Telephone follow-up written quotations. 


‘A - Satisfactory C - Helped 
5 - Alone D - Demonstrated 


TRISTATE TRAINING PROGRAM 
PROGRESS REPORT CHECK LIST 
Branch 
Supervisor 
Trainee 
Date 


V MANAGEMENT 
Check a. Accounting, Bookkeeping and Credit Departments 


Status * 


A thorough explanation of the type of reports periodically issued to 
management by the accounting department. 


Convey the function of these reports and how they are utilized for 
maximum control in our business operation, 


Outline the general accounting procedure used by the company. 


Elaborate on the many accounting check and cross check procedures 
that must be used intervally. 


Explain the company's payroll procedure. 
Outline the relationship between annual audit and accounting department. 
Cover the branch bookkeeping procedure, 
Explain the steps that an order follows in being billed. 
9. Cover our credit policy and its importance. 


*A - Satisfactory C - Helped 
B - Alone D - Demonstrated 


ELECTRICAL WHOLESALING—June, 


: 

: 
3. 

4 e 

on 

66 


QUOTATIONS: Brass 
Tacks of A&S Selling 


F A Tristate trainee thinks he has a good idea of 

electrical product applications before he enters the 

quotation phase of order editing, he knows it for 
certain afterward 

Working with manufacturers, with customers and 
with outside salesmen like John MecPartland (right) 
Ryan discovers that everything he’s learned is the 
groundwork for preparing quotations—the brass tacks 
of selling 
e Teaches Know-how 
but it is pointed and practical. It requires specific 
know-how from Ryan. It demands the ability to make 
decisions that may make or break an order, But more 
than that, it gives him a better working knowledge of 


Ihere’s not only more detail, 


how an order is built and how a customer is sold 


(cont.) 


Salesmen—TODAY 
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CREDIT: Watching for Danger Signals and 
Signs of Customers Future Potential 


UIDED By John bischer Sultimore branch office 
manager (/eff) the trainee begins the accounting 
bookkeeping und credit stave of Tristate’s pro 
yram 

Instructions by Fischer on accounting and book 
keeping are important to instilling a healthy business 
attitude in the fledglin ilesman, Ryan is taught the 
company reneral accounting procedure as well as 
pecific Tristate practices for insuring accurate and 
ound busin operation 

bischer take the tramee through the entire billing 
procedure, making certain that Ryan thoroughly com 
prehends it. This is a prelude to perhaps the most 


important part of this phase credit 


e Credit Reporter Much time and diligence is d 
voted to thi part of the traming program. Since, as 
an outside salesman, Ryan will be the eyes and ear: 
of the credit department he must completely under 
tund the 

bischer constantly emphasizes this point. He ex 


credit poli y and it import ince 


plain how the department can be a valuable sale 
ud, how a salesman can help a customer by knowing 
how to interpret sound credit poli 

Ryan is taught the various company credit checking 
procedure He learns all the danver signals to watch 
for and report, as well as the financial signs of a cu 
tomer who will be worthwhile cultivating for bigger 
ile future 


in the 
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Training Tomorrow’s Salesmen—TODAY (cont.) 


TRISTATE TRAINING PROGRAM 


PROGRESS REPORT CHECK LIST 


Branch 
Supervisor 
Trainee 
Date 


V MANAGEMENT 
b. Purchasing Department 
Check 
Status” 
Explain Tristate's purchasing policy from a company wide point of 
view, 
How and why we select the lines which we handle, 
When and why group buying is important. 
Cover the function of buying on the branch level. 
Explain the importance of inventory control and turnover in business. 


Stress the importance of solid "bread and butter" stock, 


Outline the function of different types of orders - specials, directs, 
stock, etc. 


Explain the function and place of negotiating and the information that 
ia required. 


Outline the procedure used for our yearly physical invento: and its 
relation to the company's yearly audi. and tax reports. 
* A - Satisfactory C - Helped 
B - Alone D - Demonstrated 


PURCHASING: How and Why of Buying 


portant to every electrical distributor—is all the 


RCHASING—the product transfusion im- 


more vital to Tristate with its far-flung, six-house 

setup 

General Purchasing Agent Herb McCalley (left) 
painstakingly reviews overall buying with Ryan. He 
pinpoints Baltimore branch purchasing, stressing the 
importance of tailoring stock to the customer 
whether it's bread-and-butter items or special tech 
nical products 

MecCalley emphasizes that the salesman the 
pivotal point of purchasing—that he must keep his 
sales manager and branch purchasing agent alert to 
what his customers want and may need in the future 
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SALES: “Tomorrow's Salesman” Graduates 


S PERVISED by Bill Herzog (right), Baltimore 


sales manage Ryan learns how Tristate pro 
motes and sells specific lines and products 
Ihe trainee also gets a frank and complete brict 


ing on his company’s competitive standing in its 
marketing area. Result: he’s prepared to sell trom a 
position of strength. His future success will depend 


on many things, but most of all on his willingness to 


learn—the very quality that has brought him through 
this 18-month training treadmill—the key to selling 


everything from pipe to panelboards 


Tomorrow is here—Tristate’s trainee is ready to 


graduate to outside sales 


TRISTATE TRAINING PROGRAM 


PROGRESS REPORT CHECK LIST 


Branch 
Supervisor 


Trainee _ 
Date 


V MANAGEMENT 


Sales and Sales Promotion Department 


Check 
Status * 


Outline Tristate Sales Policy. 


Explain the importance of cooperation between the purchasing depart- 
ment, the branch office personnel, and the sales department. 


Cover the geographic area which Tristate serves and the manner in 


which it is serviced. 


Outline our competitive position in the market which Tristate serves. 


Explain the reasons and requirements for specialty selling. 


Cover the long range sales potential of the electrical industry in 


general and Tristate in particular. 


Explain the internal controls that are necessary for proper sales 
management. 


Cover the promotional aids which Tristate utilizes in making its 


sales efforts as effective as possible. 


Explain the manner in which product and price information are dis- 
tributed to Tristate personnel and its importance. Also the procedure 


to be used in obtaining additional catalog and price sheets. 
*A - Satisfactory C - Helped 
B - Alone D - Demonstrated 


This completes EW’s 23-page presentation on Tristate Electrical supply s training program 
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Berlon C. Cooper, Chairman 
1957 International Lighting Competition 
330 West 42nd Street, New York 36, N. Y. 


Please send me the rules brochure and entry forms for 
the 1957 International Lighting Competition 

Name__ 

Company 

Address 


A lapel badge won't prove you're a lighting expert. But win- 
ners in the 1957 International Lighting Competition will re- 
ceive authentic national recognition that will build lighting 
business and lighting profits 

Contest winners will receive cash awards and certificates, and 
wide publicity for information about their outstanding light- 
ing jobs. Stories on winning entries will be published in 
ELECTRICAL WHOLESALING and other trade publica- 
tions. Publicity will be released to newspapers and other 


channels on a national scale 


By putting such recognition to use locally in your selling and 


promotion you can exert a powerful influence to attract new 
customers, and to build up the quality and range of supplies 
you sell them 

The contest is open to electrical distributors . electrical 
contractors . . . architects or engineers electric utilities 
It closes October 2Sth. 

You can send in joint entries. Get your electrical contractors 
into the act—the men who install the lighting jobs you sell, 
plan or supply. For winners, this will be a partnership of 
profit and prestige for their entire business operations 

Enter your outstanding lighting jobs in the 1957 International 
Lighting Competition, Get into the running for greater light- 
ing profits by mailing in the coupon now, while it has your 
attention, 
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Portabie Cord 


* Plant maintenance men know maintenance costs are 
reflected in the plant manager's budget as production costs 
$O they always look for ways to reduce the res 
your chance to help your industrial customers. Next ume 
they have portable cord applications, send DIAMOND with 
built-in PM (Preventive Maintenance). Tell them Diamond's 
tough, oil and abrasion resistant sheaths give longer wear, 


better moisture protection, and provide maximum flexibility Mian. 
Emphasize that they are available in jet black and the new lic WHITE Sheathed Cable 
, Non-sucking woth and 

ta y tati iaft ‘ 


marked to measure. They'll thank you for it. does not flake off! 


ee eee 


WIRE and CABLE Company 
Sycamore, Illinois 
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EEWA's Spring Events: Trade Show, 


Both activities are successful as 15,000 persons attend four-day show spon- 
sored by association, and |,000 enjoy 27th annual dinner-dance in New York 


ONE WHOLESALER 


force at the fourth ft 


Industre yhve 


TWO DISTRIBUTORS ixtu isplay IN ASSOCIATION 
er managing director 


Left to right are Nel d 
ecretary 


Butta 


track how 
Supply 


wufacturing 


MID-ISLAND 


— 
Tucker. U Electr { y ; 
represented | 


GUESTS of Ja 
urses at EEWA dinner 
ELECTRICAL WHOLESALING—June, 
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a2 
sles crew are Norman Krug tand 
ng right) and Henry Krug eated 
pee coth with Tom Gopsill (right), EEWA 
» ae re eft to right Mi Florence Pfeil 
Nat emar eman Electric Upply 
f | 
Ma md ert ¢ prer, | rie ec! and Lé egel, Hobb Electr Apply 
1957 


Dinner-Dance 


Trade 
Show 


Better I lectrically 


IVI 


organizations participated in this 
phase in an attempt to show the 


visitor how to carry the idea of 
the value of electricity to the 
public 

More than 60,000 product 
used industrial, commercial 
and residential installations were 
shown in 175 exhibits trom 
states. About 15,000 persons 


attended the event sponsored by 


the Fastern Electrical Whole 
salers Association 
. Hah © 
e Styling Stressed One of the . 
important trends in the show 
was the emphasis manufactur 
ning 
ers placed on styling and design if seit-cie] tenance 
of electrical products,” Harold spec'ty ite, iow main 
R. Meyer, co-producer of the long lamp ' 
event, said. “The growing inter for sat ves makes them 
cult 
est in these factors as a sales Abolite vintenanct is difficw 
a main ave 
consideration in a field in which The self installations by Abolite ne 
function is more often empha ideal for high 1 h bay fixture” Air cir ulation throus 
All high desig! reduces 
sized, is to be credited to the necks oF OPED be Hace swept high 
consumer's awakening and edu openings keeP ves. Lighting eff ys last 
these yperature ooler 
cation in the field lamp operating ver lower becau™ including 
costs ar bay fixtu 
Meyer added that during the Replacement tine of isin enamel 
ve Ne te has a comP m and porce™ lamps. For 
event, which ts produced in cw Abolite Alzak slum andescent seal 
, oved # y and nc Afeta 
York every two years, industry RLM apr kinds of mereur Diviel an, The donee 
personnel can keep up with ad for use with ® oe Abolite Lightint 
full details, Lafayette, OMe 
West La 


vancements 
Produc 


Dinner 


Dance 


was the theme carried out 
at the fourth National Electrical 
Industries Show last April in 5 
New York ing industry brie 
Many of the exhibits at the Keep 
four-day event were keved to 
the idea of showing the use of 
products in connection with the 
industry program of stressing 
electrical living. Many electrical 


Ce 


.. electrical contrac tors 


nt with 


Read by the men ia, who buy or 
specify Lighting fisctures 7) 


architects lighti ns neers 


ABolite 


oe 


ittend 


BOUT 1,000 
ed the 27th 
and dance of the Eastern Electri 


per Son 


annual dinner 


cal Wholesalers Association 
May 4 at the Grand Ballroom 
of the Waldorf-Astoria Hotel 
New York 

A nine-act floor how wa 
presented after dinner Musi 
Was supplied by Jed Anthon 
William J. Kahn, chairman of 
the event welcomed est 
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IDEAS FOR I-T-E DISTRIBUTORS 


T. Curtis Flynn, vice president of Flynn’s Camden Electric Supply Co., Camden, NJ. 


“THEY SELDOM TAKE LESS—EVER AGAIN” 


Once a buyer discovers the advantages of I-T-E equipment, he’s your steady customer 


customers bought their first 
reports Mr. Flynn 
tnd the) 


‘Lots of our stead 
equipment us, 
“Now they wouldn't have anything else 
coming hack 

“This is literally true. We've found that today’s 
hbuvers want better quality electrical equipment. And 
they tell us repeatedly that 1-T-E equipment installs 
easict works hetter and lasts longer These are 
advantages customers appreciate and remember 


Ihere’s a lesson here for every I-T-E distributor. 


When your customers want switchgear, cir- 
cuit breakers, unit substations, sell quality 
I-T-E equipment 

I-T-E field engineers are available to give technical 
advice on specific applications of I-T-E equipment. 
I-T-E Circuit Breaker Company, 19th & Hamilton 


Sts., Philadelphia 30, Pa. 


I-T-E CIRCUIT BREAKER COMPANY 
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Presents 


A COMPLETE 
LINE OF Lights 


Service Station 
Lighting 


Sold Heclusively _ Area Lights 
through Electrical 
Distributors 


MITCHELL LIGHTING COMPANY 


2263 WEST ST. PAUL AVE. CHICAGO4/, USGA 
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Okocord flexible cables have proved their ruggedness and de- 
pendability on tough, demanding applications like this open 
hearth charging buggy that must operate around the clock. 


Steel mill service... proof that your customers 
will be satisfied when they use Okocord portable cables 


tread toughness and extra flexibility that come from 


The charging machine above is controlled by Oko- 
cord flexible cables. They have to withstand constant 
heat and abrasion, And they're wound and unwound 
about a small reel every time the charging arm 
enters the furnace—literally hundreds of times 
every day 

No matter what kind of operations your customers 
have, it will pay them to remember that Okocord 
are used for tough applications like this because 
they've been proved in service in steel mills and 
other kind of plant. The rugged Okoprene 
plus the tire- 


In every 


sheath has superior flame resistance . . 


being cured in a continuous metal mold. The Okocord 
conductors have maximum flexibility because they 
ure made of fine copper wires twisted together with 
a short lay. 

Add to this Okocord’s carefully-seleeted, tough, 
heat-resisting insulation and Okonite’s reputation for 
superior engineering and manufacture ... and you'll 
ee why you should specify Okocord for every tough 
portable cord and cable application. Get details 
from your Okonite salesman or write for Bulletin 
WH-451 The Okonite Company, 


*This product formerly carried the trade name Hazacord 


where there's electrical power... there’s °o KO he i T E Cc A 8 L E 
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NEWS FOR THE INDUSTRY 


Survey of New Plant & Equipment Expenditures... 


Millions of Dollars 


Preliminary Plans** 


MANUFACTURING 1956 1957 Percent 
INDUSTRIES Actual* Planned** Change 1958 
lron & Steel $ 1.336 $ 1,897 42 $ 1,328 
Nonferrous Metals 601 998 66 609 
Machinery 1,078 1,133 5 975 
Electrical Machinery 603 712 18 705 
Autos, Trucks & Parts 1,689 1,199 29 803 
Transportation Equip. 440 686 56 638 
Other Metalworking 887 928 4 5 844 
Chemicals 1,455 1,906 31 | 849 
Paper & Pulp 801 985 23 887 
Rubber 201 217 8 228 
Stone, Clay & Glass 686 633 8 508 
Petroleum Refining 711 924 30 979 
Food & Beverages 799 913 14 795 
Textiles 465 399 14 317 
Misc. Manufacturing 1,035 1,012 2 925 
ALL MANUFAC. 12,787 14.542 14 12,390 
NONMANUFACTURING INDUSTRIES 

Petroleum Industry 5,531 6,166 1] 6,421 
Mining 443 474 7 372 
Railroads 1,23) 1.366 1 1,188 
Other Transp. & Com. 4,229 4,963 17 5,060 
Electric & Gas Utilities’ 4,895 5.991 22 5,880 
Commercial 8,236 8.40! 2 8.065 
NONMANUFAC. 23,854 26,437 I 26,007 
ALL BUSINESS 36,641 40,979 


1959 


$ 1,102 


353 
940 
712 


803 
415 
834 
720 


692 
242 
493 
910 


754 
327 
760 
11,057 


6,276 

353 
1,129 
5,590 
5,238 
7,178 


24,854 


12 38,397 35,911 


1960 


$ 992 


293 
938 
762 


803 
369 
854 
1,651 


692 
223 
455 
746 


756 
10,601 


6,081 
299 
1,152 
950 
5.113 
6,317 


24,166 


34,767 


\More Modernization, 
} Less Expansion 


Percent of Capital Spending Planned for 


1957 1958-1960 
Expan Modern. Expan Modern. 

60 40 53° 47° 
90 10 12 28 
52 48 36 64 
39 39 
30 70 48 52 
46 54 37 63 
40 60 48 52 
68 32 64 36 
53 47 54 46 
45 55 45 55 
64 36 60 40 
20 80 22 78 
40 60 29 7I\ 
26 14 13 87 
50 50 43 57 
52 48 47 53 


Capital Plans Soar—1957-60 


NDUSTRY ilread ha pian lo 

spend almost as much on new plant 
and equipment a in iveruye fo! 
1YS9 and 1960 it did in 
record-breaking In fact the 
three solid year in en now barel 
lower than the record-smashing total 
we're heading for in 1957. 

And since industry 1 iso planning 
an unprecedented step-up in research 
and new product development, the 
chances cellent that capital 
spending through 1960 will be even 


higher than the current prediction 


These are among the principal find 
ings of the 10th annual McGraw-Hill 
survey of Busine Plan for N 
Plant and Equipment 
the Dept. of Econom: 

Companies participating in the sur 
vey employ over 40 per cent of all 
industrial employes in the United 
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State ons tor the 
questionnaire were made duru 
cent week Dhus the information ma 
be considered both rent and 
rehabl 
Also nee the level 1 bn 
investment in new tacilitve fo 
duction new plant and 
ment ommaont led 
most important nvle factor 
ral prosperity th 
the department take the 
the prospect for reneral 
het en om na 
ndeed 
© this vear—l: ) 
ndustr now plan t 
that | ‘ 
plants an quipmen 1 hi ) 
hould h ri hill 
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tal in iment plans reported in 
i tight ina 
it on n 
tit hy th hip 
{ mm ial 
! nerea 
An Hl manutlacturimg 
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en it ruilroud 1] per 
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Next Three Years—A 
Continued on page 78 
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E specially made for 
electrical contractor use. 
Pre-sold for you with 


NATIONAL ADVERTISING 
Electrical contractors 


Suilders Architects 


el/eo KITS 


A package kit at less than 
the cost of bulk 
All materials meet V.A 
F.HLA 
be installed in 


one hour 


materials. » 
and 

on 

than 


requirements 
less 


Kits for lL, 2 or 4 wall outlets 
include: 
Multiple Ser Coupler 


ermits 2 of 4 outlets with lantenna 


Roof Jacek and Flashing 
TV mast holder and lead-in entrance 


Woll Plates with Plug 


es other standord recepto 
Heavy Duty 300 ohm TV Lead-in 
ple supply for any home. 


Plastie Conduit (optional) 
TV lead-in, 


rotects 


Merchandising material available. 


Display stonds «Envelope stuffer 
«Sell mailers «Catalog sheets 


Ww 
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rite today for complete information 


Insulated Wire 


108 E. Prospect Ave Dept. W 


Burbank, Calif 
Nome 

Address 

City 


Stote 


CHUCKLE OF THE MONTH 


Don't hand me that, Harr | distinctly heard you say f 2 cabl not 2 of 500 
y y 
Capital Spending Plans... turin 
Continued from page 77 Indu 
| rent to 
of spending already planned tor 19 wis 
60 is close to actual spending in 1956 f h tick 
Since these are preliminary plans at pot 
this stage, actual expenditures may 1} _ 
turn out even higher fous 
Advance plans are espec ially strony iow an 
for machinery and electrical machin ‘ 
ery firms and for the oil industry 
utilities and other transportation and P 
communications of 
In Manufacturing the machinery cont to meet 
industry plans to continue outlays of rhereaftes 
close to billion lor its own new pl 
plants and equipment, right through gooey Imost 
1960. This ts about the same level & il in 1958 
as 1956-57. The electrical machin th net 4 
ery industry plans to raise expendi <Q 
tures I8 per cent in 1957, level out Phat 1 bi 
m and then boost spend 
ing again in 1960. This is cited a hae 
One of the best examples of real | | Ihe 
long-range planning pl 
Four manufacturing industries plan ) futur 
to spend over $1 billion for new pl 1 Th 
plant and equipment tn 1957 teel of 
machinery, autos and chemicals. But commit 
only two steel and chemicals—-plan , money 
to top $1 billion 1958-59, The 
chemical industry has the largest plans @ New Capacity \ facturing 
of any single industry for each of ; i 
the years reported close to $2. bil othe 
hon for four years in a row neil 
Non-Manufacturing Industries- n 
Ihe overall strength in long-range end 
plans for capital expenditures derives page 80 
ELECTRICAL WHOLESALING—June, 1957 


MW 

ELECTRICAL 
A — WHOLESALING 

“ 

4 rt) 

é 

| 

= 


As an electrical distributor, you're an 
indispensable member of your cable 
supplier's team at least that's 
tome Cable's belief. And that’s why 
Rome has been able to devel »p the 
kind of distributor policy that reall 
means something 

Here's what Rome's poli can mean 
to you 
Quality products. Home provides di 
pendable top-quality product to sell 
Your quickest way to customer confi 
dence is through an inspection ro 
tine as rigid as Rone here the I 
spection Department CO pletel 
dependent of both Production and 
Sales 


Well-rounded product line. 
look to Rome Cable for a balanced 


line of standard wire ind ible 

well i high! spe ialized t pe al 

cable—in either copper or alumin 

And Rome s line lp 

In idditi I id tec] 
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1 EMT trom ! ladviee, emer hipment 
pl teel and alun r special help of 
t hy bile | | j sentative il] 


Direct sales assistance. Cub 


elect] fem 1] rk hand in hand with 

| tor wer 
National advertising. \ le frequently lend a 
j wade « ier | | ‘ nut | { 

rt ‘ thy al 

| hole largest } 
Personalized service. | le elat hiv te be 
COT reac rh it} 

time. Whether | ( le rat | ‘ y 


ROME CABLE 
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GENERAL QQ ELECTRIC 


STOCK GENERAL ELECTRIC 
BALLASTS. This can mean 
bigger profits for you. Give 
your customer the ballast 
he needs when he needs 
it! G.E.’s full-line stock 
plan can help bring quick, 
easy sales to you boost 
your sales dollars. Your 
local G-E Apparatus Sales 
Office can tell you how 
you can meet most ballast 
requirements by stocking 
as few as 10 ballast types 
Call today! General Ele: 

tric Co., Schenectady 5, 
New York, 


development of new products 


Wholesaler — Man in the Middle 
Face-to-face with these glittering figures on capital spending plans of 
industry and business, the electrical wholesaler literally is a ‘man in the 
middle.’ He dominates the ground between electrical equipment pro- 
ducers who, the survey shows, will be big spenders for expansion and 
and other industries needing elec- 
trical products for their own capital improvement programs. How will 
manufacturers’ increased capacity and new products affect the whole- 
saler and his salesmen? What about organization, warehousing, product 
knowledge? On the other side—how about the spending plans of his 
customers? Do these markets call for expansion or modernization? The 
survey cannot pinpoint the answers; it only outlines the national picture 
of industry's capital spending plans. The answers always lie nearer home, 
within a distributor's own territory, among his own customers. (Some 
inklings might be gleaned from the series ‘Spotlighting Your Markets” 
which EW published in 1955-56). In the end, it means more creative 
selling and super service by electrical wholesalers are needed to turn 
these plans into solid gold statistics. 


Continued trom page 78 
of 1950 to the end of 1956 
iverage of seven per cent per year) 
Reason tor the slow-up in expan 
ion is that most companies are now 
at or below their preferred rates of 
operation. The operating rate for 
manufacturing as a whole was &6 
per cent at the end of last year 
compared to a preferred rate of 90 
per cent, on the average 
Expansion vs. Modernization— As 
taper off 


plans for new capacity 


industry is turning more to moderna 
vation. In 1957 plans call for 52 per 
cent of capital spending to be for 
expansion and 48 per cent for mod 
ernization. But in plans for 1958-60 
(see lable, page columns at right) 


the percentages are almost exactly 
reversed——with modernization sched 
uled to take 53 per cent of the total 
Ihe biggest shifts toward moderniza 
tion show up tn plans of nonferrous 
machinery, food and textile 
1YSK-60 


metals 
companies for the period 
In some cases, the shift has already 
sturted. In food, textiles, automobiles 
and petroleum refining, 60 to 8O per 
cent of all expenditures in 1957 will 
be for modernization 

e Sales Forecasts—Mianulacturing as 
hy 


u whole expects sales to increase 2 


per cent by 1960. Thus, with the 
average Operating rate now four per 
cent below the preferred point, a 22 
per cent increase in capacity should 
be absorbed through increased sales 

and the balance between production 
practically 
1960 


and sales should) remain 


as it presently exists, through 
Further, the 


highest sules 


companies with the 
expectations—-and the 
largest plans for capacity increase 
ure the capital goods industries: ma 
chinery electrical machinery and 
transportation equipment (also chemi 
cals and paper). These growth in 
dustries expect sales to increase 30 
to 36 per cent by 1960 


e New Products—ITIhey will be burst 


ing forth trom research centers and 
rolling off assembly lines at a scarcely 
imaginable rate in these next four 
products 
1957-60 


years. Probably 
will reach the 
than in any previous four-year period 
Ihe survey confirms other 
that by 1960, at least 10 per cent 


of total manutacturers 


more new 
market in 


reports 


sales will be 
in products not made in 1956 

the machinery and electrical ma- 
chinery industries expect close to 20 
per cent of their 1960 sales to be 
in products not made in 1956. 

Behind the new products and pro 
cesses research and development 
research 
1957 


Business plans to increase 


expenditures 20 per cent in 
following a 28 per cent increase in 
On top of $7.3 bil 


industry already 


1956 over 1955 
lion 1957, then 
has plans to spend $9.3 billon on 
research by 1960 

Every industry is spending 
for R&D in 1957. Artrcratt 
facturing tops the list. But the ma 


more 

manu 
chinery, electrical equipment, instru 
ment, oil and chemical industries also 
are major spenders 


The full results of increased R&D 


spending will not show up for several 


years——since it takes time to trans 


late research discoveries mto com- 
mercial products 

But, already reported one-third of 
all manufacturing firms plan capital 
spending in 1957 to bring out new 
products, compared to 28 per cent 
in 1956 

Electrical machinery firms invest 
ing to make new products increased 
from 44 per cent in 1956 to 65 per 
cent in 1957 as avanst for 
manufacturing as a whole) 

If capital 
new products follow the trend of ex 


expenditures to make 


penditures on research, it seems pos 
sible that nearly half of all manu 
facturing firms will be investing for 


this purpose by 1960 
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ALL HE'S CHECKING IS WHAT'S ON THE REELS 
NOT THE REELS THEMSELVES. [hese 


nt one way ree we le 


There’s no need to keep track of these 
one-way reels... they’re non-returnable 


Now available in all bldg. wire through 500 MCM, Triplex SD, and line wire 


The non returnable reel—first idopted 
is a standard by Rome Cable rets rid 
your recording, reshipping 
headache Here are 


it benefit ou 


ot many ol 
ind inventor 


some of the way 


Eliminates bookkeeping costs. You 
ivoid the extra paper work brought on 
by billing. crediting, and storing of 


returnable ree ls 


Saves storage space. SVhien the wir 


or cable is used up 


the reel o1 throw it av 


Handles easier. non-return 
able reel ij lighter to handl than an 
ordinary sturd ind = quite 


adequate for normal service 
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All these benefits are now 
to ith all buildin 
Priples 


| | 
p cable, and line wire 


through 


thy dvantave 


tandard non-returnable reel 
mu place next 

ontact your near 
est Rome ¢ 
information—or wri to Dept. 139 


‘ 


ROME CABLE 


Cc O R P O R A T O N 


entative tor more 


— 
<A 
— a 4 a 
. 
buildings wire Triplex SO and tine wire 
iil ible 
ire 
j 
a 
— 
Rome Cable Corporation, Rome, 
ty 


WHAT'S HAPPENING IN WASHINGTON 


Fast Tax Writeoffs —[hcy're on their way out. President Eisenhower, 
Treasury Secretary George Humphrey, and powerful Senator Harry Byrd 
(D-Va.) have teamed up to restrict the five-year amortization to those com 


panies producing or doing research and development work directly for the 
mulitary establishment 


Senator Byrd has a bill in the works to legally restrict fast write-offs to 
companies which actually have defense contracts. Eisenhower and Humphrey 
have openly supported it 
Defense mobilizer Gordon Gray, whose Office of Defense Mobilization 
administers the program, says the bill is unworkable, and would too severely 
tic his hands in determining who is and who isn’t doing essential defense . 
work. Besides, he says, he’s limiting approvals of applications for writeoffs 
to strictly defense projects now, and closed or is closing all but three goals: 


Defense procurement, research and development, and liquid oxygen and 
nitrogen 


fo write a limitation into law, Byrd will have to amend a tax bill that 
comes to the Senate from the House, where all tax law must originate under 
the Constitution. But whether or not new tax law is written, the effect will be 
the same 


Farm Power Boost Rural Electrification Administration—as a result 
of surveys and sampling in farm areas—paints a rosy picture indeed for 
electrical equipment markets 

For one thing, there will be more money lent out by REA to the rural 
coops. The agency almost doubled its 1957 estimates recently, boosting tts 
available funds from $214 million to $414 million, the additional $200 
million coming as a supplementary authorization last month 


Part of this increase can be accounted for by the economic cycle of elec 
trical power usage. In 1950, for example, REA’s loan funds were $500 
million, but they then dropped to a low of $100 million in 1953. Now they 


are on their way back up as a result of population increases and new uses 
catching up with existing capacity 


Phis is borne out in some of REA’s surveys. Estimates for average rural 


customer kilowatt hour consumption in 1960, for example, run anywhere 
from 340 to 400 per month as compared to 269 last year. By 1968, REA’s 
estimates run from 660 to 900 per month 

REA says part of the bright future hinges on increased loads on lines 
already installed, But “heavying-up” existing distribution systems will account 
for the energizing of 25,000 distribution system miles in 1957, 3,000 miles of 
new transmission lineage, and 158,000 kilowatts of new generating capacity 
will total about 1OQ,000 


New customet 


Bid Shopping Deal — lectrical subcontractors—along with other con 
tractors who rely on general contractors for substantial share of their business 

won a significant victory last month in getting general approval for so 
called bid-shopping legislation. Now there’s a chance the measure could pass 


this year. The legislation would require general contractors to submit the 


names of the electrical and other subcontractors they planned to use when 
they submit prime bids on government jobs 

As the bill stands, the prime contractor is required to retain on the job the 
subcontractors listed in the bid proposal, unless he can show cause why they 
should be replaced He would need approval of the contracting government 
agency before he could substitute another specialty subcontractor 
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steer 
steady 
lamp 
profits 
your 
way! 


By selling Champion Lamps 
you get more of the lamp orders 
that are continually on the way to 
some supplier 

That's because Champions are 
sold only by selected suppliers 
like vourself. You don't have to 
share business with all your com 
petitors as you do when you carry 
a line of lamps everyone else cat 
rics too 

Ihe extra business you et by 
selling Champion Lamps ts steady, 
profitable business, too. For the 
name Champion has been syn 
onymous with efficient light for 
over 50 years — proven value that 


means steady, satisfied customers. 


sell CHAMPION lamps CHAMPION LAMP WORKS 


DIVISION OF CONSOLIDATED ELECTRIC LAMP COMPANY 


CHAMPION 
lamps 
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BUSINESS INDEX for March 1957% 


NATIONAL PICTURE: 


+ 1947-49*i00% 1947-49=1I00% 
0 


60 - — — 60 — 
1955 T 1956 J 


INDEX % CHANGE 


Mar. 1957 Feb. 1957 Mar. 1956 Mar. 1955 Mar. 1954 1957 from 1956 
Sales 154 15| 165 . 139 130 3 
Inventory 161 150 154 136 140 


SALES INVENTORY 
ro rom 195 re 


~ 


NEW ENGLAND epee 0 4 14 6 +23 


MIDDLE ATLANTIC ye 6 7 2 6 15 


EAST NORTH CENTRAL 3 12 0 3 +12 


WEST NORTH CENTRAL 2 0 8 2 +12 


SOUTH ATLANTIC pits | }- | 2 7 +H 


EAST SOUTH CENTRAL 3 6 13 2 9 


WEST SOUTH CENTRAL | 3 7 


wm 
uw 


7 +10 14 10 18 


+ 4 + 2 6 10 16 


*For electrical apparatus, supplies distributors. Source: Bureau of the Census ed th $7 from 3 months 1956 
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This St-unit private housing projes newn «a under 
construction by contracter Felix utilizes uckheye conduit 


MODERN PUERTO RICAN HOUSING PROJECTS GET LIFE-TIME 
PROTECTION FOR ELECTRICAL SYSTEM BY USE OF 


Youngstown “Buckeye” 
Conduit 


apartment 
werte Rice 

by contracter 

utilized Youngs 
excte 
stem protec 


In many of Puerto Rico’s modern multi-story wisely specify Youngstown Buckeye 
apartment buildings and private housing de- Conduit 
velopments, Youngstown “Buckeye” Full User's field reports tell us: “ ‘Buckeye’ Con 


Weight Rigid Steel Conduit has been used duit is easier to bend and thread—-easier to 
: fish wire through—-and best of all, its su 


exclusively to give positive, safe, life-time 
’ perior corrosion resistance provides a much 


protection for the electrical wiring system: 
onger trouble-free service life 
Electrical systems must function properly 


Leading industrial and electrical distributors 
or they are definitely a bad investment. So 


carry complete and ample tock to serve 
to guarantee safe and efficient operation you with on-the-spot deli \ They're 


leading owners, architects and contractors awaiting your phone cal! 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 


Manufacturers of Carbon, Alloy and Yoloy Steel 
General Offices - Youngstown 1, Ohio 
District Sales Offices in Principal Cities 
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WHOLESALE PRICE INDEX 


Product (1947 49 


100) Apr. 1957 Moar. 1957 Apr. 1956 Change 


Copper Wire. bare 145.2 45? 73.7 25.0 
2 Building Wire type RH RW 139.7 39.7 64.8 15.2 
4. Non-metallic Sheathed Cable 90.7 90.7 1g 23.1 
4. Varnished Cambric Cable 162.5 164.0 } 143 68 
5. Flexible Cord type SJ 140.4 140.4 49.2 — 5.6 


ighting Pane board. fuse type 131.0 10.5 
/ Lighting Panelboard. circuit breaker type 136.3 1346.3 25.7 a4 
8. Safety Switch, 2 pole, type A, 250-volts 159.1 59 53.7 3.5 
9. Safety Switch, 3 pole, type C, 575 volts 168.5 168.5 569 81 
10. Air circuit breaker, 250 volts 179.7 179.7 56.2 15.0 
1|. Power Panel fuse type, 250 volts 143.6 1474 335 76 
12. Power Panel. circuit breaker type 1495 149° 19.7 74 
13. Motor Control, a.c., 25-30 hp., 400-440 volts, combination starting switch 177.6 177.4 57.9 12.5 
14. Motor Control, a.c., 25-30 hp., 220 volts 163.5 162.5 618 17 
15. Motor Control, a.c., 50 hp., 440 volts 189.6 189.4 bb.7 14.1 » 
16. Motor Control, ac. 75 hp., 440 volts 164.4 1644 52.6 17 
16. Motor Control, a.c., 75 hp., 440 volts 181.8 494 13 
17. Motor Control, d.c., 110 hp., 239 volts 125.7 26 7 02 
18. Renewable ¢ artridge Fuse, 250 volts 126.3 126.3 277.9 1.3 
19. Non-renewable ¢ artridge Fuse, 600 volts 111.4 14 114 0.0 

Plug Fuse, 125 volts. non-renewable 172.4 04 10.2 


Motor, d.c., 1/6 hp., 115 volts 1149 > 2.4 6.3 8.1 
272. Motor, ax 1/4 hp 110-115 volts 1189 i118 44 
23 Motor, ac., 1/2 hp., 220-240 volts 141.4 141.4 7 8.6 
274. Motor, ac polyphase, induction, 3 he open sleeves bearing 140.! 140.1 ( 133 53 
26 Motor, a.c., polyphase, induction, 3 hp., ball bearing 159.46 i59¢ 1458 95 
24 Motor, a.c., polyphase, induction, 10 hp., open sleeve bearing 157.2 157.2 140.3 12.1 
7}. Motor. ax polyphase induction, 10 hp bal! bearing 181.6 al é 57 
28. Motor, d« 5 hp 
117.9 117.9 112.4 5.0 
29. Fan, under 12 inches 
176.0 \7¢ 55.9 12.9 


10. Fan, propeller type, 24-30 in. wheel diameter, direct connected 


Drill, production line, Yq in 
$2. Drill, production line 


13. Saw produc tion line. 6-8 in U 
14. Pliers, long nose 


Lamp, 60-watt, 110, 115, 120 and 125 volts. Inside-frosted 


Distribution Transformer 15 kva 
17. Distribution Transformer 45-50 kva 
Dry Type Transformer, 15 kva 


Dry Cell Battery, flashlight, type D 
40 Dry Cell Battery portable radio "B pack 67'/, volts 
Dry Cell Battery 


general purpose No. 6 type \! 2? Its 


Voltmeter, portable type 3'/,-6'/) inches, 0-300 volts 
43. Ammeter portable type 4.6! 2 1m hes 
44. Watt-meter, for instrument transformer, 100-150 volts 


Toaster, automatic pop-up 


46. lron, under 4 pounds 


( ooking range standard size 


48 Washing Machine, non-automatic wringer type 112.3 3.4 - 
49 Washing Machine, automatic 107.3 7.0 
50. lroner table mode! 119.7 121.8 4 2.0 
51. lroner, portable model 113.8 j 0.0 
52. Vacuum Cleaner, upright 109.2 ? 0.5 
53 Vacuum Cleaner, tank 100.4 19 75 . 
‘4 Refrigerator capacity 7.4.9.5 cubic feet and over 944 v¢ 3.4 
L5. Home Freezer Chest, 8-12.4 cubic feet 101.8 . 75.2 43 
56. Water Heater, 52 gallon tank, 230 volts ac 102.5 2.2 54 27 


Radio, table model 8 
58. Hi-Fi Phonograph, console 99.9 99:9 13 
59. Radio, portable model 91.8 718 a9 s 25 
60. Television, table model 486 ARF b8 3 
él Television, console model 69.1 “9 7 
Radio-television-_ phonograph combination 174 14 ? 


Decreases are indicated by minus sign 


changes are increases 
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60.5 7 9.0 
arp 143.5 143.5 30.5 10.0 
sags 134.7 134 22.4 10.0 
3 136.8 136.8 36.8 0.0 
189.1 189 493 26.7 
144.3 44 73 
164.5 164.5 52.3 8.0 
194.8 94.8 8 9.1 
187.2 87.2 19 10.2 
105.9 105.4% 1O1.5 4.3 
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“BM" £100 
Cutter for ‘A, M 
and 1” E.M.T 


the. original » 
concrete-tight 
INDENTER 
FITTINGS 


Connector 


ond I" 


"BM" #600 


Changeable Jaw Indenter 


Cross section 


THE NEW BM607 INDENTER FOR 2" FITTINGS 
Pocket Size—Only 10” Long! 


O 


Briegel Representatives 
from Coast to Coast 


A. Lee Clifford 
1801 West 18th 


J. Akerman Herbert L. Jones 


813 Sistina Avenue 

Coral Gobles 46, Florida 

Phone: Mohawk 7-3864 

Harry C. Andrews Co. 

5440 Gravois Avenue 

St. Lovis 16, Missouri 

Phone: Hudson 1-7373 

Crescent Electric Sales Co. 

1800 N. Humboldt Blvd 

Chicago 47, Illinois 

Phone: Albany 2-2600 


RL. Cunningham Electric Co. 
843 South Front Street 
Philadelphia 47, Pennsylvania 
Phone: Lombord 3.3660 & 3.3109 
J. Crews 
1725 Arlington Rood 
Richmond 20, Virginia 
Phone: 4-2273 
Curtis Sales Corporation 
323) Worrenville Center Rd. 
Shaker Heights 22, Ohio 
Phone: Skyline 2-0225 


745 Ohio River Bivd 
Pittsburgh 2, Pennsylvania 
Phone: Linden 1.6684 


Allevin & Associcves, Inc. 


1200 So. Peters 
New Orleans, Louisiana 


Phone: Tulane 8480 & 6489 


H. A. Maggiore & Son 
15 Carleton Street 
Cambridge 42, Mass 
Phone: Kirkland 7.4954 


Ernst F. Hauch Co. 
1282 Folsom Street 
San Francisco 3, California 


Phone: Hemlock 1.1828 


R. C. Handy Sales Co. 

4811 Excelsior Blvd 

Minneapolis, Minnesota 

Phone: WAlnut 6.2939 

L. D. Hood Sales 

1133 West 8th Avenue 

Denver, Colorado 


Phone: Acoma 2.800} 


tIndionapolis 7, Indiana 
Phone: Melrose 6.4449 


Walter 5. Nash 
2101 Tule Street, N 
Atlanta, Georgia 


Phone: Elgin 8071 


Rutkin Electrical SalesCo. 
935 Stanford Avenue 
Los Angeles 21, California 
Phone: Tucker 122444 


1 Kelly Street 
1, Texas 


Phone: Hamilton 8.7388 


W. W. Wheet & Sen 
2219 4th Avenue 
Seattle 1, Washington 
Phone: Seneca 6222 


Arnold J. Young Co. 
12600 Hamilton Avenue 
Highland Park 3, Michigan 
Phone: Townsend 9.508041 


J. Martin Company 
150 Nossau Street 

New York 38, New York 
Phone: Worth 4.6270 


All B-M indenter Fittings are UL 
Approved as concrete-tight and 
all Compression Fittings os rain- 
tight os well as for general use 
File Cord £10863). Also comply 
With Federal Specifications 
W.F.-406 


METHOD 
H T00L 


ILLINOIS 


SOLD ONLY THROUGH ELECTRICAL WHOLESALERS 
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t's Easier To Sell 
‘General Electric 
Time Switches 


G-E HEAVY-DUTY, OUTDOOR TIME 
SWITCH, TYPE TSA-40 


Customers get all they're looking for 
and more in dependable General 
Electric Time Switches higher ac 
curacy at low cost, extreme flexibility, 
longer service life, less maintenance 
That's why your customers will find 


G-E time switches easy to buy 


And, there are many reasons why you'll 
find G-E time switches easy, and profit 


able, to sell, For example 


1. LOW COST time control with long, 


rehable service life at less maintenance 


2. FAST TURNOVER built-in flex: 
bility makes the general purpose TSA 
10 time switch ideally suited for a wide 
variety of appheations permits a 


smaller inventory 


3. EASY TO STORE light weight 


small size requires less shell space 


4. FAST, EASY INSTALLATION ad 
vanced, yet simplified, design assures 
your customers of an easier, taster in 
stallation at less cost 


5. CONTINUOUS SALES SUPPORT 

continuing large scale advertising and 
sales promotion to back your sales 
effort helps carry sales story to your 


customers 


6 LESS INVENTORY PROBLEMS lewer 
lost sales because of ‘depleted stock” 

national network of G-E ware 
houses assures speedy delivery to you 
on all popular models 


To find out how you can profit by 
handling dependable, fast moving Gen 
eral Electric Time Switches, contact the 
Manager of Distributor Sales in your 
nearby G-E Apparatus Sales Office 

or write General Electric Company, 
Section 584-10, Schenectady 5, N. Y., 
Attn. Manager -Time Switch Sales 


ELECTRIC 


GENERAL 


WHAT'S NEW WITH YOUR CUSTOMERS 


NISA Members Meet in 
Buffalo for Confab 


Owners of electric motor repalr 
shops from all over the country met 
in Butfalo, N. Y. for the 24th annual 
convention of the National Industrial 
Service Assn. The four-day meeting 
was held May 12-16 

[he discussion sessions tended to 
concentrate on such topics as modern 
tools new methods progressive man 
agement techniques and business 
Topics reflecting the forward 
looking theme: “Don't Expect Yester 
day's Tools to Do Tomorrow's Work,’ 
Streamline the Repair Shop with an 


Fye Towards New Fields.” and “In 


trends 


sulation Trends 

Ihe 500-plus delegates also were 
warned that, if they are to expand 
or even to maintain their present posi 
tion—-they must be willing to scrap 
shop methods 


[he em 


some conventional 
which are merely “adequate 
phasis must be on developing more 
labor- and time-saving devices, pro 
moting new lines of power equipment 
improving workmanship and reducing 


waste 
Parking Area Gets More 
Light with Fewer Poles 


Better 
fewer poles and fixtures, plus more 


lighting distribution with 
efficient use of parking areas—these 
advantages were achieved in the out 
door installation at the 33-store Cer 
mak Plaza shopping center in Berwyn 
when progressive electrical 
contractor sold a suggestion to. the 
project 

An important 
initial and maimtenance costs (com 


by-product——-lower 


pared to conventional methods) are 
expected trom the lighting system in 
stalled by Berry Electric Co., Chicago 
e New 
vested by the contractor features a 


Approach system sug 


new approach to wide area lighting 
the use of single-fixture clusters of 
mercury-vapor luminaires producing 
overlapping square light patterns. [he 
net result is said to be improved 


Hlumination distribution at) ground 
level with elimination of the usual 
dark spots” while using a@ minimum 
number of poles 

Original plans tor lighting — the 
parking area called tor 66° standard 
street lighting poles, each with two 
100-w mercury Vapor luminaires on 
bracket arms 

Ihe contractors proposal for the 
shopping center electrical installation 
contained a suggestion that the builder 
mvestivate use of Ultra-Lite units 
combining four mercury-vapor lumi 


naires in a single fixture on a single 


These items were digested from 
a recent issue of Electrical Con- 
struction and Maintenance, a 
McGraw-Hill publication, Their 
purpose: to alert you to develop- 
ments and trends reported in 
the operation of two of your big- 
gest customers — electrical con- 
tractors and plant electrical men. 


pole. As a result the contractor se 
cured a separate contract for the 
parking area lighting, in addition to 
his work on the stores 

Ihe new layout called for some 
40 Ultra-Lites complete with 30-ft 
tapered octagonal metal poles with 
(four transformer) sub-bases. Assem 
bled units were mounted on 24x24-in 
concrete pedestals on approximately 
spacing. this basis, 
overall mounting height of the fix 
tures would be about 34-ft. Design 
intensity averaged about 1!42-ft-c. 

All parking area lighting, plus can- 
opy lighting for the stores, is auto 
matically controlled. Four photo-cells 
mounted on the building roof turn 
on the lights at dusk 
trol turns them off at a pre-set hour 


lime-clock con 


after shopping ends 
e Fconomies Cited While actual 
cost comparisons with the original 
lighting plan are unavailable, some 
of the economies of this system are 
apparent 

Obviously, it cost less to install 30 
poles than it would have cost to 
mount 66. Maintenance, too, should 
prove less costly, since four lamps 


at a time are accessible to a mechanic 


Significance to you: Based on the 
results obtained and owner and ten- 
ant reaction, this system may well 
set a pattern for other outdoor light- 
ing designs where efficient wide-area 
coverage at lower overall cost is a 
goal. 


Air-Source Heat Pump 
Works in Zero Weather 


Recently installed in Philadelphia 
u new type of heat pump—using out 
side air as the sole source of heat—has 
proved a practical and economical 
method for heating and cooling the 
new two-story home of The Ballinger 
Co., architects and engineers 

The installation is described by John 
1). deMoll, registered professional en 
vineer with the firm. This application 
he reports, proves that the air-source 
heat pump is entirely practical; and 


its success, he claims, indicates a 
promising potential market for simular 


Continued on page 90 
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STURDY CARTONS stack without 
easily handled and stored. Cle 


make ready identification po 


tunes 


ECIRICAL 


SEALTITE CARTON oper readily. Stock is easy to remo 


Now — handy cartons for 
Sealtite flexible, liquid-tight conduit 


Standard-length package he/ps boost unit sales; sturdy cartons simplify handling, storage 


kor vour mat short-length uses ol 
Sealtite,* the handy cartons of Sealtite 
make good thee rake 
equal] good dollars and cents for you 
1. No you can ide small, odd 
lot order to full carton ile recut 


elling expense boost profit 


2. Sturdy « irton ire cle in eu to 


han hoe tucked SIX OF eight 


deep without damage to container. Fa 


too, for the user to carry on the job 


3. Clear markings on both end issure 


ready identification of type of 
‘ 4 color ze, footage at all tinne 
4. Conduit is easil removed for |e 
irton ile peedier handlin 


the job (Carton 1 ope ned vithout lo ing 


its effectiveness a8 a container 


PREE Sealtite Sales Tools 4 
page lettersize bulletins showing 


all types of Sealtite are available 


Put ther or your sales counters 
Be sure your salesmen carry a supply. Also avail 
able are small folders suitable for enclosing with 
billings of other mail to your customers. Write for 
a supply to. The American Brass Company, Ameri 
can Metal Hose Divisior Waterbury 20, Conr 


Insist on the original 


SEALTITE 


flexible, liquidtight conduit 


an ANACONDA product 


< 
‘ 
| 
= 
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BIGGEST CUSTOMERS NEED IT!) hers New with customers 


New lightweight GREENLEE No. 884 
bends up to 4” conduit as much as 90 with 


one tast ram stroke 


High-strength aluminum alloy | 


advanced features 


range of bending needs 


Bulletin E224 giving fu 


details and specifications 


GREENLEE 


many other advanced 


GREENLEE TOOL 1846 Columbia Ave., 


Continued from page 88 


large-scale applications 
e Mechanical Features This in 
stallauion uses high-speed compound- 
compression refrigeration equipruent, 
designed and manufactured by York 

It consists of two 60 hp high-speed 
multi-cylinder compressors, a shell 
ind-tube heat-exchange unit furnish 
ing either hot or chilled water, plus 
related circulating pumps and auxiliary 
equipment 

In order to extract heat, during the 
heating cycle, from outside air at zero, 
the required temperature changes 
range from minus 30 to plus 120 de 
grees F. And it follows that the com 
pressor in the heat pump has to have 
a ratio Of approximately 16-to-1. It 
is at this point that two-state, or com- 
pound, compression becomes impor 
tant. Since the required work is di- 
vided between two machines, 
connected in tandem, the required 
compression ratios are substantially 
reduced and the output correspond 
ingly increased 
e Extensive Wiring As may be 
imagined, the wiring of the various 
pneumatic-electric controls, motors 
and starters, switches, relays and sole- 
noids, is considerable, There are num- 
erous safety controls, also all-electric 
interlocks to provide for continuous 
automatic Operation. Programming of 
the system is performed through a 
seven-day clock 
e Rates and Costs Since this heat 
pump is a large consumer of electri- 
cal energy, power rates are of great 
importance in evaluating the economy 
of the installation, the author infers 

This reason, plus the use of high 
intensity lighting in the building, 
prompted the arrangement whereby 
primary power is purchased from the 
local utility at 2,400-v, then stepped 
140-v for heat pump operation, and to 
120-v for lighting and miscellaneous 
electrical service. Resultant reductions 
of utility billings, effected through this 
purchase of higher-voltage power, 
amply justified the additional cost of 
the substation, Mr. deMoll declared 

Noteworthy ts the fact that the util 
ity is using the Ballinger installation 
iS a test Case, with extensive metering 
equipment to segregate loads 

It is quite possible, the author notes 
that rate structures may be revised 
downward to encourage wider use of 
this heating-cooling medium 
Significance to you: Conceivably, this 
installation will widely influence the 
direction of industrial and commercial 
heating and air conditioning. And 
eventually, smaller compound-com- 
pression units may make residential 
application of the air-source heat 
pump practical. 
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FROM EDWARDS... 


Building 
Products 


As advertised to Architects 
Contractors and Builders 


WARNS 

ant 
LOCATES 
rime 


Sales Literature 


matic fire locating system designed and priced to reach the 


lesigned for titutions and busi- mass market for fire alarm system ld only through 


° ‘ est I ) Of multipl tru Edwards electrical wholesaler vith maximum profit margin 


» Heal , ' , varnine of a Get your complete promotional kits and be ready for the big 
; fir ondit It low-voltage clling Campaign starting now. Ask your local Edwards sales 
and simple t | tt ynstant man or write Dept. EW-6, Edwards Company, Inc., Norwalk 
deper matically Connecticut. (In Canada: Edwards of Canada. Lid... Owen 
witcl ' , 7 the first fully auto Sound, Ontario. ) 


( Specialists in Signaling Since 
EDWARDS 
4 b 


DESIGN DEVELOPMENT MANUFACTURE 
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CONCENTRATE 


your tools and 
. your SALES 


Witham E Simpson of Mykroy, inc, Wheeling, Itt 
shows VACO K/7 Kit to Arnold Hoover at Tool Center 


New VACO Tool Center 
Increases Profits, Too 


@ Organizes your stock 
@ Steps up your sales 


@ Increases your profits 


Brings versatilicy, efficiency and 
showmanship to one concentrated 
selling area, Occupies only 5 square 
feet of floor space! Completely self 
illuminated back display panel! Large 
storage compartments with sliding 
Wrought iron legs! A truly 


modern merchandiser for modern 


doors' 


sales, Placed in your store for practi 


cally the cost of the merchandise! 


Write at once for complete details! 


VACO PRODUCTS COMPANY 
“317 Ontario St, Chicago 11, 
Atlas Radio Corp, Torento 10 


INDUSTRY-WIDE PROGRAMS 


Lecturers get rapt attention of distributor, contractor students as. . . 


Omaha Offers First CLP Course 


OMAHA Add this midwest region 
to those already strong on the potential 
of the Certified Lighting Program 

A CLP training course conducted 
here last tall saw 
commuter trom Harlan 


3k Omaha individ 
uals (plus on 
lowa) compl te the eight-week course 
of 16 sessions on designing and selling 
better commercial and industrial light 
ing installations 

Certificates were awarded to eight 
electrical distributor salesmen and 17 
contractors among the group. Other 
vraduates included architects, an elec 
trician and a manutacturers represen 


talive Only of the original 44 
Starters mussed receiving certificates 

The course, first to be de veloped by 
the Omaha Certified Lighting Bureau 
was sponsored by the Nebraska-lowa 
Electrical Council and the Cornhusker 
Chapter of IES, which provided the 
instruction staff 

Ihe weekly meetings were held at 
the Omaha Public Power District serv 

headquarters building. Chairman 

ot the course was Ford Bates 

Based on highly 
to the first CLP course, a second was 


favorable response 


conducted beginning on March 2] 


EEl Opens ‘Farm Better 
Electrically’ Drive 


NEW YORK Farm Better Elec 
trically a promotional and educa 
doubling 


tional aimed = at 


average kwhr usage per farm by 1965 


program 


has been launched by the Edison 
blectric Institute 

According to FEI, the Better 
Plectrically program will benefit trom 
Better 


the live Electrically and 


FARM BETTER 


Housepower programs—and will not 
conflict In any way 

Sales EI is 
able at cost to all electric and allied 


making avail- 
industry selling the farm 
market a set of materials identified 
only with the FBE emblem 
Material meluck 
sticker emblems or seals printed in two 


envelope 


colors (metallic red and gold) also 
fecal emblems in 3-1n and 10-in sizes: 


4 
|? hooklet telling how 


4 


pave madustry 


al 


organizations can promote FBE; and 
t 32-page consumer booklet with il 
lustrations of equipment and ideas for 
electric farming. Order forms for all 
materials may be secured from EFI 
Specific Benefits While the FBI 
program has great potential in’ the 
ficlds of helping create a more stable 
farmer more 


economy viving the 


profits and greater leisure, the public 
hetter products at lower cost, the man 
ufacturer new market the benefit to 
the electrical distributor is through the 


advantages to the electrical contractor 
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Why CERTIFIED CBM BALLASTS mean 


fluorescent lighting that really measures up! 


LAMP LIFE | LIGHT OUTPUT 


YOU GET PEAK LIGHTING PERFORMANCE 
CERTIFIED CBM BALLASTS é t 


THEY PROTECT YOUR CUSTOMERS 
lamp manut r J 


n CBM 


C B M Seven leading mankfacturers now make up 


RATIFIED BALLAST MANUFACTURERS 


2116 KEITH BUILDING CLEVELAND 15, OHIO 


Participation in CBM is open to any manufacturer who wishes to qualify 


* 
And you assure « omer satistacti is you planne | wnt \ | j 
y 
ertification (CBM e maker 
assures without individual testing that larny ope CERTIFIED CBM BA 
at value rating 
Not a// ballasts are the same Ceruhed (KM last re to the 
“4 
ry 


Orguare 


Wi’ 


Adequate 
. Wiring 

Demands 
Adequate Entrance 
Equipment 


Fixture Month Details 
Announced by AHLI 
CHICAGO Plans for the third an 


nual Home Lighting Fixture Month 
checduled tor September vere an 


nounced ofliciall nonth and were 
termed the nad most int 
rated program er broached by the 


100 AMP home lighting industs 
200 AMP Accordin Robert W. Minett, Jr 
president o \mernican Home 
Lighting Institut ponsor of th 
Ligh i” bixture Month 
cle i singl oncentrated period 
in Which all tho vho profit’ from 


hiehting Lure can coordinate 


merchandisin ducation etlorts 


for their mutu em 
AMERICAN 


cent more fixtur ear than in 
1956, de e few home starts, he 
offers 30...60...100...200 ampere 
if its joint promotion plan ucceed, As 


SERVICE ENTRANCE EQUIPMENT a start, AHLL has opened its ranks 


distributor (EW p. 65) 
From the complete CLARK-AMERICAN line you can select and is busy enrolling them as associate 
member B he tim rf iw@ NAED 


onvention otal of 65 distributor 
electric load, For auxiliary use there are 30 ampere fuse ae 


the right type and size service entrance unit for any domestic 
jomed ‘ narket development 
panels. For small homes and summer cottages with medium program, Ma f them met inform 


appliance loads there are 60 ampere units, with main pull- ily with manufacturer members of 
AHL in Wa ton on May 28 

‘ Con ning plans for Home Light 
adequate wiring standards for medium size and large 
homes, there are 100 and 200 ampere units with a main AHLI will provide plans for the entire 
pull-out, up to 4 auxiliary pull-outs, and up to 24 plug industry. Materials include a merchan 
dising kit for list itor members 


out switches and additional pull-outs as required. To meet 


fuse branch circuits, 
poster mes imple direct 


mail 

Manutactu istributors, 

ind hom ley hould get to 

he declared 


that will re 


distributor 
nature 


Write for your copy of the CLARK-AMERICAN “Product Selector” 
containing complete catalog, plus application and 


installation data, 


ELECTRIC SWITCH DIVISION 


lispla model | ind ad 
CLARK CONTROLLER display model homes, and « 


Engineered Electrical Control + 1146 East 152nd Sweet + Cleveland y dur vational Home Week 
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NOW New Sales Tools 
for Virden Distributors 


Brand New Residential Catalog 


Just off the press. 36 full color pages, over 162 
different styles including new pulldowns, tra 
ditional designs, circlines, plus a new line of 


sensational “internally” prewired recessed boxes! 


Brand New Commercial Catalogs 


Now Virden distributors can get volume sale 
and volume profits from the rich commercial 
field. A complete line of Plexiglas Diffuser unit 

new strip sizes, fluorescent and slimline fixture 


. . all designed and priced to get the ordet 


Brand New Industrial Catalog 


Another plus-profit market for our distributor 
A complete line of soundly engineered, carefully 
constructed industrial units, featuring high 


quality fixtures at low prices 


For three generations the symbol 
of quality and loyalty in lighting 
John C. Virden Company, 6103 Longfellow Avenue, Cleveland 3, Ohio 
Member American Home Lighting Institute 
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STOCK GENERAL ELECTRIC 
BALLASTS toget your share 
of the growing ballast re 
placement market.AsaG- E 
Ballast Service Center you 
can make tmmediate re 
placements of in-warranty 
G-E ballast failures from 
your shelves 


Call your nearest G-E 
Apparatus Sales Office for 
more information about 
the Service Center Plan. 
General Electric Company, 
Schenectady 5, New York 
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| fe the list of alphabet-block sym 
bols used by business to stand 
for promotion programs and manag: 
ment processes add LRP 
planning 

What is LRP? What can 

the business executive do about it 
What can it do for 
Why do 

mental 


long-range 
or should 


now? his com 


pany? some top executives 


have a block about the 


topic? 
veral 


have attempted to explain these points 


articles published recently 
to show him how 
to take this method out of the 


category and put it in his 


to the businessman 
ivory 
towel 
urgent” file 
e Defining 
deals 


LRP 


with 


Long-range plan 
ultimate 


merely with operating plans or deci 


ning goals, not 
on making, or outlook 
Said author Bruce Payne in the 
March-April 1957 Harvard Business 
Review. “Long-range planning is the 
one really new technique left to man- 
agement that can give a company 
a major competitive advantage. . . 
Looking ahead, | see long-range plan 


forecasting 


ning as another concept that will spell 
the difference 
mediocrity im business 

He concedes that much of the effort 
that goes under the heading of LRP 


between success and 


today does not deserve the title at 
all. True long-range planning still 
rare, he confides 

What then does tall under the head 
ing of genuine LRP? “It is the con- 
tinuing process of blueprinting com- 
pany objectives for at least a five- 
year period, documenting strategy 
with facts and figures, and setting a 
timetable of steps to be taken.” [his 
definition ts offered in the April 1957 
Acme Reporte; the official 
Con 


issue ol 
publication of Association ol 
sulting Management Engineers 
e Mental Blocks Many executives 
have steered clear of LRP, the Acme 
Reporter they felt 
that it would straight-jacket them and 
restrict the freedom and creativity of 


indicates, because 


their company. No plan can ever be 
perfect the article 


But a plan does make it possible to 


reminds us 


operate on the basis of some funda 


mental documented — strategy It 
avoids hazardous leaps trom crisis to 
crisis and from decision to decision 


without any clear concept of where 


one wants to go and how one can 
get there.” 

Also, al 
that planning ts not tied to economic 
luxury to be 


significant point is made 
conditions. It is not a 
taken on in prosperity and tossed over 
board in adversity. Having a carefully 
developed plan to follow can usually 


help a company minimize adverse con- 


—Key to Business Success? 


ditions——-il there are alternatives con 
tained in the plan 
e Steps in LRP 


ment 1s 


When a manage 
LRP 


sold on what does it 
do next? 

First of all, the top executives must 
answer some basic questions about the 
direction and nature of the business 
to give the planners a general frame 
work but 


neither toc 


those answers should be 
specific nor too vague 

LRP, author Payne 
with analyzing the 
future 


looking at 


Ihe steps in 
suggests he gin 


present, and appraising sales 
Next 
future products and ideas for service 


| hen 


and weaknesses 


potentials possible 


analyzing company strengths 


manpower, finance 
marketing organization—along with 
asking: What are our potentials? How 


grow? 


fast should we 
Next——-at the top 
pull together all the 


thus far and 


level 
information de 

look at it as 
Irying to see the possibilities 
for growth offered by merger, re 
earch, better marketing—-with special 
attention to return on investment, And 
then 
another Or 

What a 
after the 
plan that tells management (1) what 


trying to 


kk yped 


a whole 


deciding course oF 
a combination of actions 


with 


upon one 
company ends up 
steps outlined above, is a 
it is going to do, (2) how it is going 
to proceed, and (3) when it will take 
terms 
to be 


action—-developed in broad 
first, then in 
accomplished during each month 
e Who Should Plan?— Both 


agree on the 


specific steps 
sources 


quoted here need for 


team” planning, 1. e., delegating the 


LRP task to 


ment 


a group of top manage 


who cover all facets of 
and back-stopping them 


of outside 


men 
the business 
teum 


with an additional 


peciall ts where needed 
But the 


a captain 


team logically must have 
Summarizing the speci 
fications for this position, Payne 
says (1) the work should be directed 
continuous contact 
members; (2) the 


someone 


by someone in 
with all 
man in 


“team” 
harge should be 


who could not conceivably resign 
a competitor; someone who 
take normal 
and (3) the 
must be capable of 
great objectivity and able to “let the 
chips fall where they may.” 

e What Next?—-Having granted the 
LRP, overcome any execu- 
selected the team 
where does 
from there? A_ con- 
tinuation of this article next month 
will cover such topics as setting goals, 
the problem of timing, making LRP 


work and common pitfalls. 


and join 
ability to 
calculated husiness risks 


head 


has shown 


planning 


need for 
tive mental blocks 
and chosen its director 


a company 
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It’s here. ..a heavy duty one-piece 4-bolt 
connector with all the electrical and 
mechanical advantages of a U-bolt con- 
nector... yet much easier to install. 


No bothersome nuts, washers, 
housings, spacer to take apart and 
assemble. Just three quick, easy 

steps and installation is completed. 


Housings are of non-copper-bearing 
aluminum alloy. Spacer of soft aluminum 
pig protects conductor, aids conductivity. 
Spacer treated with heavy coating of 
oxide inhibiting compound. Hardware is 
PATENT APPLIED FOR high strength aluminum alloy completely 
CAT. NO. 4B4A alumilited to prevent seizing. 


WIDE RANGE... 
Accommodates conductors—2 0 to 397.5 
ACSR—3, 0 to 477 MCM,. 


CONNECT 


HERE'S HOW EASY THE NEW 4-BOLT CONNECTOR IS TO INSTALL 


| 


insert tap wire Tighten and you hove the uitimete 


Unscrew the two free bolts contained with 
in @ good connection 


Meoprene washers and hong over main 


Available through electrical wholesalers everywhere 


JASPER BLACKBURN CORPORATION 


ST. LOUIS, MISSOURI 
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NEW! 
POLYETHYLENE TAPE 


PORTER SINGLE-PAK Fonte 


/ QUIK-STIK 


POLYETHYLENE 
ELECTRICAL TAPE 


—remains flexible in cold weather 


Now you can offer your customers a fine plastic tape that 
will save money for them and make money for you. . . 
Porter Quik-Stik Polyethylene Tape! 


@ It's one of the most outstanding electrical tapes on the 


market today! As a one wrap primary insulation, its dieleceric 


strength is more than 10,000 volts 


@ New Porter Quik-Suk Polyethylene Tape has outstanding 


resistance to acids, alkalis, oils, solvents, fungus, bacteria 


and gases 


@ |t has high abrasion resistance and remains flexible from 


10°F to +200°F! In addition, it has low moisture trans- 


mission and high corona resistance. It won't corrode, stain 


of Support galvanic action! 


ea) 2 @ It can be used for all types of underground or overhead 


wiring. It is ideal for electronic, aircraft, automotive and 


Qu factory wiring! 
oe @ Get the whole profit picture. Call your Quaker repre- 
sentative today about new Porter Quik-Suk Polyethylene 
\ — Tape! For free brochure, write 
PORTER 
JOB-PAK H. K. Porter Company, Inc 
(% in. x 2011 Ouaker Rubber Diviston, Philadelphia 24, Pa., or 
12 rolls) rh 


/ ( 


: QUAKER RUBBER DIVISION 
H. K. PORTER COMPANY, INC. 


Business Sees 3rd Quarter 
Sales, Profits Holding Up 
NEW YORK-—-Business is rounding 
the half-mile turn with 5-to-1 odds 
that it will do better in the third 
quarter of the 1957 sales sweepstakes 


than in the previous race 

Iranslated for those who never bet 
on horses Ihe latest Dun & Brad 
street survey of businessmen’s expec 
tations shows executives expecting an 
increase in their third-quarter sales 
over a year ago-——were more than 
five times as numerous as those ex 
pecting a decrease 

It was the consensus among more 
than half (54 per cent) of the exec 
utives that their third-quarter profits 
would be as high as a year ago, while 
36 per cent look for an increase and 
10 per cent foresaw a decline 

Ihe majority said they expected 
no change in their third-quarter sell 
ing prices compared with a year. Of 
those who did expect change, it was 
10-to-1 that the change would be an 
increase. Wholesale prices at the time 
of the survey averaged about two per 
cent above the level in the third quar 
ter of 1956 

\ clear majority (60) per cent) 
thought inventories would be stable 
in third-quarter 1957, compared with 
last year. A continued high level of 
employment the third-quarter ot 
the year also seemed assured 

Ihe businessmen interviewed were 
executives of medium-sized and larger 
retailing, wholesaling and manufac 
turing compan across the country 


Westinghouse Offers Free 
Lamp Selling Course 
BLOOMFIFLD, N. J.-Westing 


house Lamp div. ts offering a self 
improvement correspondence course 
to distributor salesmen, contractors 
and utility personnel aimed at in 
creasing their selling effectiveness 

Ihe program consists of IT study 
guides, briefly written and attractive 
ly illustrated, according to Robert J 
Sampson, manager-sales training for 
the division 

CGsuides include lessons on incan 
descent, fluorescent, mercury vapor 
miniature and photo lamps. Besides 
the pertinent information on each 
type, the course contains points on 
sales technique and policy 

Fach study guide contains a written 
quiz which the student completes and 
submits to be reviewed, corrected and 
returned 

Ihe course avatlable without 
charge to distributor personnel in 
cluding outside salesmen, countermen 
inside salesmen, sales trainees, ware 
housemen, and also to electrical con 


tractors 
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This report proves it costs many 


dollars more for the non-certified ballast 
you buy for a few nickels less 


Certified Ballast Manufacturers, cooperating 
with lamp manufacturers, have set rigid standards for 
fluorescent ballast performance. A ballast that meets or 
exceeds minimum CBM specifications assures you rated 
lamp life and full light output, cool operation, reliable 
striking, and long ballast life. It carries a diamond 
shaped CBM emblem. Without specifications 
there would be no standards for performance no 
floor under quality 


Sola ballasts for general lighting applications 
meet or exceed CBM specifications or proposed specifi 
cations wherever they exist. Sola has no “secondary 
line” that does not meet the accepted minimum stand 
ards. Sola ballasts carry both the UL ( Underwriters’ 


Laboratories) emblem and the CBM emblem 


Other manufacturers are now making ballasts 
which are not designed to meet CBM standards. These 


ballasts bear only the UL emblem. In order to save a 


few cents, many people are using these ballasts, appar 
ently under the impression that the UL emblem assure 

satisfactory lamp performance. /t does not. UL pet 
forms valuable, but highly specialized tests, for safety 
only. UL does not test for operating characteristic 

that assure efficient, economical lamp performance and 
long lamp life 


We have prepared an enginecring report 
analyzing the cost of lighting systems using non-certified 
ballasts as compared with systems using CBM certified 
ballast Thi report shows that while the initial cost 
lighting 
ystems incorporating them cost the user many dollar 


of non-certified ballasts may be a few cents | 


more in terms of reduced lumen output and reduced 


lamp life 


Write today for your copy of “An analysis of 
fluorescent lighting tem costs as affected by ballast 


performance 


S O LA Electric CoO. + 4633 West 16th Street, Chicago 50, Illinois * Bishop 2-1414 


CONSTANT VOLTAGE TRANSFORMERS © LIGHTING TRANSFORMERS © CONSTANT VOLTAGE DC POWER SUPPLIES 


SOLA ELECTRIC CO., 4633 West 16th Street, Chicago 50, Hilinois, Bishop 2-1414 © NEW YORK 35. 103 — 125th SY. TRofalgar 6.6464 


PHILADELPHIA 
19115 Detroit Rd. EDison 3-2223 © KANSAS CITY 2 


9.943) © SOLA ELECTRIC (CANADA) LTD., TORONTO 17, ONTARIO; 
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Commercial Trust Bldg., Rittenhouse 6-49688 © BOSTON; 272 Centre Street, Newton 58, Mass, Bigelow 4.3954 © CLEVELAND 16 
Jefferson 4382 © LOS ANGELES 23. 3198 Olympic ANgelus 
102 Laird Drive, Mayfair 4554 © Representatives in Other Principal Cities 
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© ELBOWS 


Standard Radius, EMT 


PIPE NIPPLES 


COUPLINGS 
RUNNING THREAD PIPE 


WALL PLATES * GOOSENECKS 


Large Radius, 


Write for Catalog 


1455 Spring Garden Ave PITTSBURGH 12, PA 


WRITE FOR 
CATALOG 


KRUEGER & HUDEPOHL, INC. 


1045 EVANS ST., CINCINNATI 4, OHIO 


NEW BUILDING 


Watson Electric Supply 
Marks 10th Anniversary 
DALLAS 


ive electrical wholesaling in a rapidly 


A full decade of aggres 


expanding area of the southwest was 
climaxed on May 1, when Watson 
Electric Supply Co. marked its tenth 
unniversary, according to Austin B 
Watson and Houston B. Watson part 
ners in the firm 

\ om 
vrowth, the partners point out, “Our 


example of the firm’s 
main house now boasts a customer 
employee parking area almost the 
size of the entire site we first occupied 
inv 1947 ind we operate three 
branches to boot 

fhe establishment was first located 
in a corrugated tin ex-machine shop 
at the intersection of Worth and Wal 
ton Sts I he 


moved, after two year 


expanding — busines: 
to its present 
location at the intersection of Walton 
and Taylor Sts 


mercial-industrial area of Dallas 


in a developing com 


Ihe present main house quarters 
contain. approximately 25,000-sq_ ft 
and include up-to-date office and sales 
facilitte just recently remodeled. Ad 
jacent 1s the 3.000-sq ft parking area 

Since the Dallas operation was or 
ranized in 1947, the partners have 
opened three branches all within a 
radius of 100 miles of Dallas. Theu 
locations are Sherman Ivler and 
Waco 

hc warehouse ts located 
"8 So Englewood and managed by 
Zack Griffith. The Sherman operation 
opened in 1954, is managed by Truett 

And Waco, located at 2916 Frank 
lin St.. is managed by Malcolm I 
Watson, son of Houston B. Watson 

Ihe branch managers were all thor 
oughly experienced in electrical dis 
tributing prior to their appointments 
having had 20, 15 and eight year 
experience, respectivel it the time 


oft ppomtment 


In an anniversary message, Houston 
Watson suggested We at Watson 
Electric Supply have the same prob 
lems in our business that all whole 
sale electrical businesses have; and we 
try to meet them as they present 
themselves—-and as many as possible 
before the probk ms de velop ° 

We are constantly concerned with 
the matter of service to our customers 

We are highly optimistic as to 
the future of our own business, as 
well as the entire electrical industry 
and we are determined to keep pace 
with its many developments and con 
stunt changes he concluded 


Raybro Electric Supplies 
Promotes Four at Tampa 


IAMPA, FLA Milton Hollis, 
utive vice president of Ravybro 
ctric Supplies, Inc., has announced 
Vv assignments for four employees 
of its Tampa main house 
James N Wood 
alesman, has been named as outsicdk 
industrial salesman. He started with 
Raybro as a warehouseman in 1940 
William Perez 
formerly handling the local Tampa 


former inside 


outside salesman 


area, 18 now assigned to the territory 
including Dade City Brooksville 
Clearwater Dunedin and 
Springs. He joined the supply firm in 
194 ilso a warehouseman 

Daniel P. Donohue, formerly han 
dling merchand 


territory, now h 


Parpon 


sales for the Tampa 


ippliance sales for 


Fampa-proper, plus merchandise and 
uppl il m Anna M ifia Br iden 
ton, Bradenton Beach, Manatee and 
Oneco. He fir ntered the electrical 
Vholesaling field «as i clerk in the 
il d partment of Raybro in 1947 

Joseph L. Whitehead, former supply 


salesman for the Fort Myers, Naples 
Punta Giorda and Sarasota areas, has 
n harge of the com 

irchouse. He is a vet 


with Raybro 
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How to make money 


foot atter toot 


Selft-dispensing Carton with Inventory 
Keeper to minimize waste 


Color-coded Labels to instantly identify 
insulation—red and white for neoprene, 


black and white for rubber 


Foot-atter-foot Imprint shows ata glance 
the gauge, number of conductors and type 
of insulation 


Why settie tor tess? 
When you call for cable, call for Carol 


Penn-Texas 
of 
NEMA) 


CAROL CABLE COMPANY 


Division of The Crescent ompany, Ine 


Pawtucket, Rhode Island 
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SWITCH BOXES 


OUTLET BOXES 


Get a bigger share of “BOX” business with the 
KEYSTONE QUALITY LINE 


You name it and Keystone has it! Square cornered, 
bevel cornered, and non-gangable switch boxes. 
Octagon, square, and handy type outlet boxes. Plus 
bar hangers and bar-box combinations to meet every 
need. What's more, every item in the Keystone 
Quality Line is loaded with time-saving, cost reduc 
BAR HANGERS AND ing feature Knockouts and pri-outs are designed 
BAR BOX COMBINATION for easy, split-second removal. BX or Romex clamps 
are preassembled and nested in the box for easier 
pulling of wires, Holes for clamp screws are ex 
truded to eliminate stripping of threads. Switch and 
outlet boxes are available with brackets for side or 
face mounting to studs, And the popular octagon 
outlet boxes are offered separately or in combina- 
tion with deep or shallow offset bar hangers 


Yes, when it comes to wiring devices and wiring 
installation equipment, you can count on Keystone 
for the items you need when you need them. A 
complete new catalog describes the entire Keystone 
Quality Line, Send for your free copy today! 


It pays EYSTONE MANUFACTURING COMPANY 
to figure 23328 SHERWOOD AVENUE @ CENTER LINE (Detroit) MICHIGAN 
on Keystone 


_ . ++ the Complete Line of Wiring Installation Equipment 
SOLD ONLY THROUGH RECOGNIZED ELECTRICAL DISTRIBUTORS 


Cadillac-Ferguson Merger 
Termed Highly Successful 


DETROIT—Cadillac Electric Sup 
ply Co. and Ferguson Electronic Sup 
ply Co., both of Detroit, recently cek 
brated the first anniversary of their 
joint venture | announcing that the 
position of both companies has ad 
vanced ¢ ‘ ibly since they jomed 
forces | 

Herbert Blumberg, vice presi 
dent and general manager of the par 
ent company, Cadillac Electric, stated 
that wt had bee 
of both companies that they had de 


n agreed by customers 
rived benefits in terms of service and 


expanded inventors from the move 


We have tound Blumberg con 
tinued that the customers of one 
company have, in many case found 
it convenient to become ustomers of 
both firms 

We hi ‘ ‘ he added that 
similar electri tronic supply mer 
gers have taken place elsewhere in th 
country following our Detroit expert 
ment, and that they, too, seem to b« 
working out successfull 

Perhay 7 have had a hand in 
starting an entirely new trend in elec 
trical and electronic wholesaling he 
concluded 

Blumberg its also chairman of the 
Motor and Motor Controls committee 
of the National Association of Elec 
trical Distributor ind secretat 
treasurer of the Michigan chapter ol 
the National Electrons Distributors 
Association 

( I. Ferguson, general manager 
of Ferguson Electronic Supply, was 
equally enthusiast ibout the rapid 
growth of both firm 


LETTERS 
ued from page 6 

doot independent business and 
that » tt vould have to result 
in the uction of the American 
Way ind the establishment 
of the Jotalitarian, Garrison State 
These are the reasons tor y op 
position to this proposal. fact 
despite the pre r manufacturers’ 
local warehous continually on 
the increase 

We should to i the local 
representative opera in accor 
dance with good business ethics. | 
hope some da vyrite up a plan 
for regional control panels to compel 
strict observance of business prac 
tice and ethics 

I certainly do not want enforce 
ment from Washington or other 


ernmental ag 
TUCSON 
SON ARIZONA 


PARTNER 
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NwRikalib 


Geared Threader 
is now 


JAM-PROOF 


Safe, Safe, Boss... 
Ct Don't Need To Watch It 


Patents 
Applied for 


“K Sells Fast—Only One With Automatic 
ae Kick-out After Full Thread Is Cut 


Drive with \ Power drive threading is safe and easy with 
Universal Drive 
Shaft operates 

Pt Thee pelt wi die stock or drive! 4PJ can’t jam — drive 
held in Tristend pinion kicks out automatically after full 

Chain Vise, 

oll thread is cut. Extra-easy to handle .. . 

products. 


this new 4PJ—no more watching of either 


mistake-proof workholder, no bushings 


fully enclosed gears... For fast 


turnover, sell most-for-your- 
, money 4P.J—order today! 


The Ridge Tool Company, Elyria, Ohio, U.S.A. 


Central Home Cooling 
Looks Like Hot Item 


NEW YORK—Central residential 
air conditioning is continuing its dra- 
matic growth pattern, despite tight 
money and fewer housing starts 

This was the essence of a statement 
by H. N. McMenimen, Jr., manager- 
sales for the air conditioning divi- 
sion of General Electric Co. He spoke 
before a gathering of GE home cool 
ing dealers, stating that the industry, 
nationally, will sell one-third more 
home cooling units than in 1956 
moving close to 230,000 units during 
1957 

Additional statistics were reported 
from Washington, D. C. by the Air 
Conditioning and Refrigeration Insti 
tute, representing manutacturers 

According to ARI, at least 150,000 
U.S. homes were equipped with cen 
tral cooling units during 1956, an 
increase of 15.4 per cent over 1955, 
and this is a probably conservative 
estimate based on manufacturers’ 
shipments as reported to the institute 

Gseorge S. Jones, Jr.. ARTs man 
aging director, predicts sales of central 
air conditioning units will break all 
records, based on the assumption that 
every installation becomes a salesman 
for further installations 


GE Merges Lamp Sales 
Into Five Regions 


CLEVELAND—On May 2, the 
Large Lamp dept. of General Electric 
Co. announced a move designed to 
streamline its sales organization by 
establishing five new regional sales 
offices, each with a regional manager 
Ihe new offices will be located in 

leveland, Chicago, Atlanta, New 
York City and San Francisco 

Ralph H. Humbert, department 
marketing manager, indicated the pur- 
pose of the new oraganization was to 
strengthen GE lamp sales effort by 
providing regional leadership for the 
department's 32 district sales offices 

Ihe number of sales districts re 
porting to each regional sales man 
ager ranges from five to eight. All 
3? districts had previously reported 
directly to the marketing manager 


More Rome Cables Get 
Non-Returnable Reels 
ROMI N.Y Rome Cable ¢ orp 


announces that it will) expand its 
present program of wire and cable 
shipments on non-returnable reels to 
include larger sizes of building wire 
up to 500 MCM 

Purpose of the plan is to increase 
customer convenience and reduce the 
company’s own in-plant costs, accord 


ing to officials 
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“SLATER’S CLICKING!” 


“More and more electrical contractors ask me for Slater wiring 


devices. Sales are jumping because this quality line of 


rugged devices performs dependably and is priced 


right. Slater’s new colorful package and displays 


help, too. My customers buy Slater with confidence.” 


appliance switches « lampholders 


e power oullets receptacles 


e swilche « weatherproof devices 


e automatic kloz-a-lite 


QUALITY WIRING DEVICES 


SAY 
Write Dept. S-10 tor descriptive catalog SLATER 
WITH 
SLATER ELECTRIC & MFG. CO., INC CONFIDENCE ¥ 
GLEN COVE e NEW YORK 


| | 
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ELECTRICAL CONTRACTOR: 


To sell Electrical products... 


you've got to sell Electrical men 


Benjamin Zarin, owner of Zarin Electric 
Company, Washington, D. C., tells us Elec 
trical Construction and Maintenance Js es 
pecially helpful in supplying ideas on new 
technical developments. “It keeps me posted 
on what's new he iys. “I have been using 


The electrical men are: electrical contractors . . . consulting your magazine 30) years 
electrical engineers . industrial and commercial chief 


electricians. NGINEER: 


| 


They design, install and maintain electrical systems. 


They specify and buy the products that go into electrical 
systems. 


Do you need three separate advertising schedules to sell those 


groups? Definitely not 


All three are paid subscribers to one magazine: ELECTRI- 
CAL CONSTRUCTION AND MAINTENANCE, It's the 
only publication that wraps up their professional and pur- 
chasing interests in a single package 


Colonel F. Snyder, electrical engineer of Bur 
Why ts this magazine downright valuable to more than 33,500 bank, California, says, “Of particular interest 
electrical men who pay to read it every month? Let just three 
enance are the articles describing new con 
of our subscribers tell you. struction methods and advertisements de 
: scribing new products. | also find the code 

interpretations very helpful 


When a publication is that useful to all three groups of electri- 
cal product buyers, it's a mighty practical and productive PLANT ELECTRICAL ENGINEER: 
idvertising medium for you! *: 


ELECTRICAL 
CONSTRUCTION 
AND MAI NTENANCE Charles chief eletrcian of Brinch 


“In electrical maintenance work one is always 
faced with repairing and replacing. Electricai 
Construction and Maintenance brings to me 

A McGRAW-HILL PUBLICATION ° 330 WEST 42nd STREET, NEW YORK 36, N. Y. the latest and most improved utente of re 
pairing, and a complete line of most modern 
equipment. | especially like your motor re 
pair section.” 
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MIDGET 
30 AMPERE A-C 
SAFETY SWITCH 


\ 


The Smallest, Finest Safety Switch for 1001 uses 


The new Cutler-Hammer 4151 midget ifety switcl 
is perfect for oil burner ittic fa blowers, ait 
conditioners, home workshop er tor 


matic washers and dryer i p freezer et 
Engineered tor A ise@ ex j ely for smaller 


size and longer life. Top quality at low cost 


Electricians everywhere are saying, ‘The new C-H 
4151 is IT. There is nothing like it on the market." 
You'll say so too... for three big reasons. It in- 
Stalls easier. It works better. It lasts longer. 
Check these features. 


ming action of the toggle operator. A non-current 


carrying compression spring snap-closes the con 
tacts when flipping the toggle to the “on” position 
This spring can't heat and lose its tension; there 


fore, always insures constant and uniform contact 


Installs casier The high trength phenols molded pressure 
unit base can be easily removed and replaced by Lasts longer— Top performance at low cost is J 
two screws for point mounting of the enclosing due to the 4151 being engineered for A-c service is 
case and wire pulling freedom. All ‘‘easyv-tite’’ ter exclusively. Face-to-face closing of butt type con : 
minals are out-front eliminating skinned knuckles tacts receive only a fraction of the wear common 
and wire “pretzel” bending Kasy-tite’’ terminals to other general use safety switches. Double break 
make wiring as simple as one, two, three. 1. Insert contacts halve the arc voltage and further increase 
wire in hole provided. 2. Pull down to screw ter- the contact life. Solid silver contacts are known 
minal. 3. ‘Tighten to have superior life to either copper or bronze. A 


Works better— Solid silver double break butt type Cutler-Hammer ‘'firat.’’ A Cutler-Hammer exciusive 
t contacts have long been standard equipment on Order the C-H 4151 midget Safety Switch from 
quality motor control, and now Cutler-Hammer's your authorized Cutler-Hammer Distributor today 
exclusive A-c design incorporates all these features CUTLER-HAMMER, Ince., 1527 St. Paul Ave., 
in the midget 4151 safety switch. Positive break of Milwaukee 1, Wis 


the butt type contacts is accomplished by the cam 


4151-241 40 A 4151-201 30 Amp. 2 Pols 4151-1341 30 A 

‘ 120/240 Volt S/N 2 Fuse 74 

A ) A Dime ne: 4" 5 Volts A Dimensions 
$4.5 st: $5.60 List: $5.0 AT NO EXTRA 5. 
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CALENDAR OF EVENTS 


Kdison Electric Institute 
Annual Conference 
Palmer Hou 
Chicago, Ill 
June 3-6 


Meetings, conferences 


Flectrical Assocation of Chicago 


{th Biennial Electric Industry 
Show 

Conrad Hilton Hotel 

Chicago, Ill 

June 4-6 

Exhibits 


National Association of Electrical 
Distributors 


DOSSON 
SPLIT BOLT 
CONNECTOR 


Fabricated from high strength alloys (better than 
average steels), the Dosson “F”’ is cold-formed for 
uniform quality. Maximum contact pressure is 
assured by a high translation of tightening 
torque. Full length pressure bars with rounded 
edges prevent load concentration and crushing 
of conductor. Built to withstand high overload, 
vibration. Highly corrosion 


res 


— 


DOSSERT MFG 
249 Huron 


Gentlemen: 


Please 
sheet. 


Name 


istant. 


Mail coupon for FREE 
Dosson Connector 


— 
— 


CORP. 


rush fr 


Address 


City- 


Yeaas of 
TECHNICAL 
now 


ae sample Doss 


DOS 


Brooklyn 22, 


s catalog 


oF” Split Bolt Connector plu 
on 


Excl. Canadian Distributor, W. S. Gerrie & Assoc., Ltd 
4158 Dundas St. West, Toronto 18, Ontario 


SERT MFG. CORP. 


249 Huron St., Brooklyn 22, N. Y. 


Western Regional Convention 
| Del Coronado Hotel 
| Coronado Springs, Cal 
| September &-11 

Meetings panels 


Iuminating Engineering Society 


National Technical Conference 


| Atlanta Biltmore Hotel 
Atlanta, Cra 
September 9-14 
Meeting 


Lake Michigan Club 


Annual Meeting 

Sheraton-French Lick Springs Hotel 

French Lick Springs, Ind 

September 21-24 

Speakers olf entertainment 
Int'l Assn. of Electrical Leagues 

Annual Meeting 

Sheraton-Gibson Hotel 

Cincinnati, Olito 

October 2-5 

Meetings, election awards 
National Safety Council 

National Satety Congres 

Exposition 
(Chicago, Ill 
October 21 


National Association of Electrical 
Distributors 


Board of Governors Annual 
Meeting 

Hotel Moraine-on-the-Lak« 

Highland Park, Il 


October 2 40) 


National Electrical Mirs. Assn. 


Annual Meeting 
fraymore Hotel 
Atlantic City, N. J 
November 11-16 
Meeting award clections 
National Electrical Contractors Assn. 
Convention & Exposition 
Netherland Plaza & Sheraton Plaza 
Hotels 


Cincinnati, Ohio 
November 11-16 
Meeting ira 


booth 5 


ontference 
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Hell bent 
for leather 


...and going nowhere! 


How many contractors today are on this very 


same treadmill at a time when there’s more 


business around than the industry can properly 
handle? 


Like swimmers battling a tide too strong, they 


have to keep on hustling just to stay in the same 


place. 


Why? The answer is they’re trapped in a vi 
cious circle of cutthroat competition where the 
harder they scramble, the tighter the profit mar- 
gins become—until finally, one day, they go out 
of business. 


How To Get Out From Under 


Paper and pencil and five minutes of simple 


arithmetic will uncover these basic economic 
facts: a slight increase in volume with no in 
crease in overhead means a good Increase in 
profits. Same volume with higher overhead 
means a sickening drop in profits and eventual 
bankruptcy. 


Moral: learn to 
volume without overhead 


“sell up” on jobs to increase 


More and more contractors are slowly but 
surely discovering that the home rewiring mar 
ket is made to order for this. 


Tired of the lean profits of new construction 
work, fed up with the bid-peddling that too often 
turned out to be a losing proposition—these con 
tractors started selling “better electrical living.” 
They found a better rate of profit under le 
competitive conditions and now they’re posting 
some of the highest profit business on the books. 
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How To Get Started 


Over $10 million in this one year alone is being 


pent by the industry to promote the moderniza- 
tion market. Here’s how you can make this in- 


vestment pay off in profitable busin for you, 


Tie in locally with the now-well-known nation- 
al programs of “HOUSEPOWER"” and “LIVE 
BETTER ELECTRICALLY.” They'll make 
your own advertising and promotion work twice 
as hard for you. 


Continue to sell “better electrical living” at 
every chance you get in every way 
through trade and civic associations, through 
friends, employees, relative 


You Can 


And, finally learn to sell the pleasure and con- 
venience of electrical living. Use simple terms, 
avoid technical jargon. Concentrate on the bene- 
fits rather than the involved details of the wiring 
system—and you'll find plenty of high profit busi- 
ness coming your way 


Published in the intereata of the Electrical Industry. Reprinta 


of thia measage are available by writing to Dept. £446 at 


MURRAY MANUFACTURING CORPORATION 
1250 Atiantic Avenue, Brooklyn 16, New York 


Manufacturer of Safety Switches, 
Service Entrance and Meter Mounting 
equipment, Fuse Paneis, Fully Magnet 
ic Circuit Breakers and Load Centers. 
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PROMOTIONS CALENDAR 


Portable Electric Appliances for 
Iravel and Vacation 


PLYMOUTH RUBBER COMPANY'S NEMA Electric Housew 
PLASTIC ELECTRICAL TAPE RULED 


Can take 


NOT 10 INFRINGE MINNESOTA MINING Wit 


July 
stent it S. Department of Agriculture 
Mig the United National Safety Council 


( ‘ lo promot ifet including ele 


PLYMOUTH PLA trical) among all farm tamilies 


Klectric Housewares for Outdoor 
Living 
August 
NEMA Electric 
Section 


Picnic in your own back 


Home Lighting Fixture Month 
September 1-30 
American Home Lighting Institut 


Industry-wide promotion of 


PLYMOUTH RUBBER COMPANY, INC. 


VWanufactures 


CANTON, MASSACHUSETTS Klectric Housewares for 


Entertaining and Back-to-College 
September 1-30 
NEMA Electric Housewares 
Section 
Ihe comforts of home away from 


home 


National Home Week 


Si tember [4 
BOOST National As of Home Builder 


lo provid nformation on the 
YOUR home building mdusts 
s A L E s National Television Week 
TO Septembes 
ON RE IMA, TBA, NARDA 


FUSE 0.E.M. USERS lo promote the positive 
CUTOUTS WITH NEW 


hire Prevention Week 


THE MULTIUNION October 6-1 
LINE 1S THE ACCEPTED I S Chamber of Commer Nat'l 


STANDARD OF 
Board of Fire Underwriters, Natl 


INDUSTRY 
B U L L E T I N Fire Protection Assn 


INDUSTRY DEPENDS lo promote pre ition of life and 
ON MULTI FOR ON ( ition of property against 


ON TIME 
DELIVERY FUSE CUTOUTS 
\ FUSE CLIPS Flectric Heaters as Ease to Family 
WRITE FOR mere 
CATALOG ~ 4 Living 
TODAY " October 
DIMENSIONAL DATA NEM lectn Hor 
MOUNTING CENTERS tor 


COMPLETE Say Merry Christmas . . . Electrically 
DESCRIPTIONS 
FOR THE DESIGN NEMA  Flecti Housewares Sec 
ENGINEER tion 


¢ Electric Houseware for Home Enter- 


ELECTRIC MFG. INC. 


4227W. LAKE ST. CHICAGO 24 NEMA Fk 


tion 
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a WHITNEY BLAKE 


Protects Your Profits 


WHITNEY BLAKE DYNAPRENE and all other WB portable cords are 
sold only through established electrical distributors . . . the 
WHITNEY BLAKE line is the profit-protected line. 


WHITNEY BLAKE produces DYNAPRENE and other portable cords 
by the continuous vulcanizing process that provides a premium cord 


at much less than premium prices. 


For portable cords of good quality that will serve your customers... 


and you... best, look into the WHITNEY BLAKE line. 


FEATURES 


YNAPRENE | 
HIGH FLEXIBILITY 
LONG FLEX LIFE 
STRONG — TOUGH 
STANDS UP UNDER 


NS 
complete cataleg .. . SHOP CONDITIO 


Write TODAY for this 


Well Built Wires Since 1899 


WHITNEY BLAKE COMPANY 


NEW HAVEN 14, CONNECTICUT 
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from 

Porcelain Products . .. 

combination roof-plate 

and flashing with 
NEOPRENE COLLAR! 


PEOPLE IN THE NEWS 


75 FP 
“FLASH-PLATE" 


Standard in 
Series 2075 Mast Kats 


Makes installation 


® QUICKER—fewer parts 
® EASIER—no caulking 


at Less Cost! 


Now, Porcelain Products Mast 
Kits feature FLASH-PLATE, a com- 
bined roof-plate and flashing, plus a 
lifetime, watertight Neoprene collar. The 
“one-piece” feature makes Porcelain 
Products Mast Kits casier to install 
provides a stronger, longer 
lasting, safer entrance mast 


ALL AT. LESS COST TO YOU! 


Flash-plate is heavy, 14 gauge galvanized 
plate. It supports a 2° or 244" mast 

on any roof, neatly and effectively, 

with no caulking needed. Available 
through recognized electrical 
distributors or write for 

further information. 


ELECTRICAL PORCELAIN SENCE 8894 


B. H. BOATNER has been elected vice 
pre jent of Westinghouse Electric Sup 
eneral manager f its aG 
He wa formerly aGs n anager of 


Russell M. Smith is vice president 
sules for Tomic Sales & Engineering 
Co., Detroit. Smith was formerly West 
Coast district sales manager for the 
firm 


W. D. Anderson is operating man 
ger of the Springfield, Mo. branch of 
Graybar Electric Co., Inc. His mos 
recent assignment was as supervisor 
of the Sioux City branch 


Robert L. Kirshner is manager of 
advertising and sales promotion tor 
The Miller Co., illuminating div 
Meriden Conn He succeeds 
Owen, merchandising manager. Kirsh 
ner joins Miller trom the General 
Electric Co., Lamp div., at Nela Park 


P. J. Sullivan, formerly executive 
vice president, was elected president 
ot The Arrow-Hart & Hegeman Elec- 
tric Co., Hartford, Conn. J. R. Cook, 
former president of Arrow-Hart for 
25 years, was clected chairman of 


the board 


William FE. Sprackling was elected 
president and chief executive officer 
of Anaconda Wire & Cable Co, at 
the April board meeting. H. Donn 
Keresey was elected chairman of the 
board. Also elected were Richard B. 
Steinmetz, executive vice president 
and David EF. Allen, vice president 


sales 


J. 3. Madden, has retired as sales 
manager, Paranite Wire & Cable div., 
Essex Wire Corp., Ft. Wayne, Ind. He 
had served the company for 13 years, 
as sales manager since 1944. O. W. 
Andersen, assistant sales manager 
since October 1954, has been named 


to succeed him 


D. L. Pulliam is manager of the 
Oklahoma City branch of Graybar 
Electric Co., Inc. Since 1953 he has 
been manager, inside construction 


sales 
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A Sales 
Making Idea 


PURCHASE 


—the Idea of aac 


ontracis 
Electrical Con 


Light Control 


Know How to 
increase This Order 


and do your contractor-customer 
a favor in the bargain? 


That contractor is going to rewire a 2000 watt job. Can you help him make more 


money and increase your own sales? You certainly can if the job is in a 


restaurant, night club, cocktail lounge, lobby Jay area, conference room, 
funeral home or church (to name a few 


Explain the idea of light control to that contractor. Give him facts that he 
ead me é ‘ can use on his customers. Tell him that “ on-off"’ switching is old fashioned. “ All 
“ag Af level” light control helps to set a mood, puts people in a frame of mind to linger, 


and spend more money, or to move faster and make way for more. It is the fourth 


dimension of the modern interior decoration 
When that contractor sells light control to Ais customer, he i vlling him greater 
more money 


4 


satisfaction with the job. Everyone benefits. Everyone make 


LUXTROL light control equipment can be used on incandescent, fluorescent and 


cold cathode lamps. In the complete line you'll find units to meet all require 


stles possibilities 


ments of your customers. Send coupon below for information on 
DINNER for LUXTROL light control equipment 


sion product of 


Light Control Equipment SUPERIOR ELECTRIC 


j gE | it 906 Roger Rd., Bristol, Connecticut 


Name 
Interlocking Ce 
Sor 
| L J pany 
Interlocking Types ‘ Ser ompec Amplifier Systems 
+0 nedt . Street 


ty 
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CONTROL: GABLE 


William A. Powell was named presi 
dent of Clifton Conduit Corp., a sub 


Telsta Corporation reached for quality insisted sidiary of General Cable ¢ orp. He 
on highest quality maQ@ffals throughout...and will make his headquarters at Clifton’s 
chose Bronco 66 Certifi@gPeortable Control Cable Baltimore plant ucceeding G. L. 
The first and only indepé@ tly powered electric 
lift, with a single “joy stia™ gontrol for the man 
in the basket, 1s being mahufaetured by man of the board. Powell was form 

erly assistant vice pre sident and gene 


TELSTA CORPORATION ral sales manager of CGreneral Cable 

of Redwood City, California. ications com New York he idquart rs Ceorge 
panies call the Telsta Electric Lt the ‘first ap 
proach to mechanized cable pla@ng.” Bronco 66 
Certified Portable Control Cable ® chosen for Vincent P. Oatis. Jr... has been ip 


the lift because of its outstanding en 
. pam pointed distributor sales manager for 


weather resistance National Electric Products  Corp., 


dependability... Nex Pittsburgh. He ts charged with main 
_ taining the company’s distributor and 
held by L. D. 


assumes duties formerlh 


Hatheway who was appointed chai 


Knowles has assumed these duties 


Control and power cables are located Shank. veneral sales manager 
within the booms. A take-up reel eliminates as 

the need for slip rings. Cables are exposed Louis Ek. Newman its new president 
constantly to sunlight and ozone. They oper ' . : sae 
aaa ie the presence of oil. They are flexed of A. L. Smith Tron Co., Chelsea 
constantly in operation. Bronco 66 Certified is Mass., manufacturers of Smuthcratt 
designed for this kind of gruelling service. Jacket fluorescent lighting. Julian J. Smith, 


is Certified to contain not less than 67.32% formerly president became chairman 


o Neoprene for maximum, long lasting protection of the board and treasurer. Newman 
‘ Cortitied Cables are Synchro-Cured for maximum flex-life 
joins A. Smith after 28 yes with 
= 
shielded avail Got an mmnpossible CGreneral lectric Co vhere us 
f cable application? cae veneral manaver of insulating mater 
ials at Schenectad\ N Hy Is a Fe 
swe 
ciprent of Gl Charles A. Cofhin 


award tor distinguished contribution 


Harold 1. Leviton, of the Leviton 
Mfg. Co., Brooklyn, N. Y.. was hon 
ored by the electrical supply industry 
div. of the nited Jewish Appeal of 
(;sreater New York at its dinner meet 
ing on Ma 


A. kK. Sneden has been n imed pro 

duct manager of the wire and cabk 

div., National Electric Products Corp., 

Pittsburgh. He served tor five years 

with Lowell Insulated Wire Co., most 

by recently as vice president and director 

STERN INSULATED Wine om of sales. Prior to that post, he was 

Los ANGELES 58. CALIFORNIA associated with Okonite Co. tor 
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YOU ASKED 
FOR 


in reprint form 
NOW AVAILABLE... at 50 cents a copy 
Ideal forthe... 
i A handy, 28-page study and reference manual, ‘Technical Notes 
on Electrical Equipment Reprint No. 2,” with easy-to-read, @ Salesman 
Z ! practical information on these products: @ Wholesaler 
@ Student 
© Protective Devices 
Capacitors @ Apprentice 
© Wires and Cables ®@ Draftsman 
Raceways 
© Wiring Devices @ Contractor 
@ Engineer 
Each product is covered by simplified drawings and diagrams as @ Electrician 
well as fundamental, easily-understood text, digesting all pertinent @ Consultant 
information required for an all-around, working familiarity with @ Estimator 
the product’s construction, operation and application 


Still Available 
(but in limited supply) 


Reprint Department — 


... at $1 acopy Electrical Wholesaling 
; 330 West 42nd St. 
Copies of ‘Technical Notes on New York 36, N. Y | 
Electrical Equipment Reprint 
No. 1,” a 52-page booklet cover- Please send me: oe oars 
- 


ing these products: incandescent 
lamps, mercury vapor lamps, 
fluorescent lamps, fluorescent ac- 
cessories, lighting fixtures, air 
conditioners, electric space heat- 
ers, industrial electric heaters, dc 
generators, ac generators, dc 


copies of “Technical Notes on Electrical = 
Equipment — Reprint No. 2” at 50 cents a copy 

. copies of “Technical Notes on Electrical 
Equipment — Reprint No. 1” at $1 a copy. 
Enclosed is $ 


Name 
motors, ac motors, transformers, 
motor controls, rectifiers, convert- Firm 
ers, switches, protective devices. 
Street 


4 
= 
= 
~ 
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2 
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GENERAL PURPOSE RELAY SALES REPRESENTATIVES 


10 RELAY 
THE MOST USEFUL RELAY For INDUSTRIAL APPLICATION Hill Transformer Co., Inc., San 
Carlos, Calif. lists Campbell & George 
LARGE ( o., San Francisco, as exclusive North 


BINDING HEAD SCREWS ern California representatives 
for No 12 Wire or Lugs 


Potter & Bromfield, Inc., Prince 
ton, Ind., has appointed D. L. Sisson 
Sales to handle all P&B distributor 
sales in northern Illinois and border 
counties of lowa. Formerly sales in 
metropolitan Chicago were handled 


through a company sales office 
MULTI POSITION 


REMOVABLE Phe Paine Co., Addison, Iil., lists 

MOUNTING BASE 

(hase Coffey as southern factory 

q : representative to work with Paine rep 

N re) re) H E R R E L AY R 5 resentative in Atlanta Charlott 

New Orleans, Houston, San Antonio 
and Dallas 

CONTACTS RATINGS COILS MOUNTING BASE 


Moe Ligh Wis ‘ - 
Single-and-double pole 20 amp. at 115 V AC &OC10730V Metal strap or bakelite Moe Light di Thomas Indus 
Base can be rotated 90 tries, Inc., Louisville, Ky., named 


degrees either direction three new sales representatives No! 
Aux Di centacts available UL. Approved Power—72 watts for mounting convenience. man A. Kovlarek for lowa and Ne 

DIMENSIONS  bose—1 « 3” braska; Albert N. Bloom for central 
Illinois; and Jerry D’Pool tor North 
and South Carolina 


Single and double throw 60 Cy. AC or 24 V OC (Interchangeable) 


Request complete data on Series 130 Relay 


Heinemann Electric Co., Trenton 
N. J., has appointed Douglas T. Shaw 
as sak representative tor Ontario 
Quebec and the Maritime Provinces 
of Canada 


OBITUARIES 


Thomas B. Kingston 


bhoma B Kingston associated 
with the Kingston, Lee, Watson Co., 
Lid., Toronto ciectrical supply firm, 
died April I!. He had retired last 
as project engineering Manage! 
FEATURES “TWIST-OUT” Northern Electric Co, after 19 
FOR SURFACE WIRING Vei service with that company. He 
Ser also had ved with other electrical 


firms in Ontario 


John R- Sellers 


John R. Sellers, long a partner in 
the Sellers Electrical Wholesale Supply 
firm, larentum, Pa., died Dec. 26 
1956 a is home in Natrona 
Heights had withdrawn trom 
the partnership as of Dec. | due to 


George H. Jacob 


CGieorge H president of Mil 
ler-Selden ri 0 Detroit, died 
during the month of April. The firm 


Wil founded in 190] 


John R. Colville 

John R. Colvilk $2, General Ele 
tric Co CXCCULIVE died sud 
denly on April 2 in Indianapolis. Since 


1949 he had been manager of the 


No. 192 Indiana district of GE's large lamy 
No. 174 — Totally div. He had been with GE some 20 


4 Bell Enclosed Be wears 
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ASSOCIATION NEWS 


CINCINNATI J R Hartman, of 
The Cincinnati Gas & Electric Co. has 
Bogdan, B & B Flec 
tric Co. as president of the Cincinnati 
Flectrical Assn. William Gr. Skelton 
Johnson Electric Supply Co., the 
new second vice president; and Emil 
| Glaser I Electric 
Co., was elected treasure! 

KANSAS CITY The Electric Assn 


third Industrial Track Show held 
April 16-18 was termed “highly su 


succeeded J I 


iwrence 


cessful Distributors participating in 
sponsoring a courtesy lounge area for 
exhibitors visitors included 


Columbian Electrical Co., Continental 
Flectric Co W I Foley Electrical 
Supply Co., General Electric Supply 
Co Glasco Electric Co Csravbar 
Flectric Co., Kansas City Electrical 
Supply Co., Missouri Valley Electric 
Co., Rossner Electric Co., Tiemann 
Hess Electric Supply Co. Total regis 


tered attendance was 1H 


CHATTANOOGA fhe Electric 
league co-sponsored the spectacular 
Home Show that attracted 60-70 
000 persons May 14-18. Electric living 


dominated the show with posters, em 
hlems and jet balloons carrying the 
Better Flectrically messag 


FILMS AVAILABLE 


“Something Wonderful Happens” — 
Second film released for the Live Bet 
ter Electrically program, this 25-min 
ute full-color motion picture pays trib 
ute to nation’s home service women 
Prints can be obtained trom local util 
ities promoting LBEI 


“The Story of Creative Capital” — In 
in animated technicolor film (16mm 
14 minutes) with sound and original 
music score, Alf the FIf delves into 
such topics as what capitalism is, what 
capital does and where it comes from 
Suitable for employee grou; labor 
unions, civic organizations service 
clubs, etc. Film may be rented through 
affiliated Chamber of Commerce of 
fices or from the Audio-Visual Service 
dept. of the Chamber of Commerce of 
the I S.. 1615 H St... N. W., Wash 
D. ¢ 


ington 6 


“Capacity Unlimited”  25-minuts 
color-sound film story of the Cornell 
Dublier Electric Corp 
of capacitors. Film is narrated by 
Westbrook Van Voorhis, “voice” of 
the March of Time” and Chris 


manutacture! 


Schenkel, popular sportscaster. Cam 
eramen spent cight months on shoot 
ine of film. covered 15,000 miles in 
seven states to film sequences Avail 


ible for loan 
meetings, et from Cornell-Dubher 
Flectric Corp., South Plainfield, N. J 
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SOLD ONLY THROUGH AUTHORIZED ELECTRICAL WHOLESALERS 


without cost, to sales 


... the convenience of a 


~ORAGI NATIOC 


3-wire 15 am 3-wire 15 om GROUNDING TYPE 


250 voir ano 125 voir DUPLEX RECEPTACLE 


h 

250 Volt 
TANDEM SLOT 


15 amp. 250 volt 
3-WIRE 15 amp. 125 voit 


for use wherever it 1 lesirat 
to ipply power from one luple 
imt for electrical equipment 
quiring different voltage 


Here is the ‘‘plug-in’’ source of 


power for any 125 volt electri 


= 125 Volt 


PARALLEL SLOT 


cal device or 250 volt apphance 
both supplied from the same 
Sketch 


shows how this unit i Common ground 


unit at the same time 
at left 
might be utilized to supply 125 
volt current for a T.V. set and 


250 volt current for an air con 


serves both 125 
and 250 volt outlets 


@ Available side wired or side and 
back wired 


ditioner. It’s economical, too 

@ Green, hexagonal grounding screw 
because it eliminates the need 
for an extra box Slots for 2-wire regular or polarized 
caps 


WIRING DEVICE 
WAREHOUSE LOCATIONS 
ASSURE NATIONWIDE 
STOCK AVAILABILITY 


2, Connecticut 


State and Bostwick Streets 
Chicage 7, Ilinois 

17 Sovth Sangamon Street 
Los Angeles 12, California 
103 North Santa fe Avenve 
Sen Francisco, California 


1675 Hudson Avenue 


Dalles 7, Texas 


1111) Orageon Street 


WIRING DEVICES * MACHINE SCREWS 


BRIDGEPORT 2, CONNECTICUT 


and here's another 
J 
Vor 
standard 
a Set - Cap 
= 
| 
ae 
tor 
Standard 
175 volt 
Grounding 
2 
Bridgeport 
y INC. | 
y ine. 
DEPT. bar 
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SIGHT! 


NEW FROM XCELITI [he 99 SM Service 
99% of all service calls can be handled 
[hink, too, of the tremendous demand 


cratch roll kit filled with all the 


tool bach kit a BIGs 


Master Kit contains the 


99 Lool “Family And, you can make 
to fit all your customers’ individual need 
wide variations in contents. This means 


Be sure to stock up now on the 99 SM 


on Sight"! 


XCELITE, INC. 


Dept. A Orchard Park, WN. Y. 


in Canada: Charles W. Pointon, Ltd 
6 Alcina Ave, Toronto, Ont 


vicemall 
SALE for you—the 99 SM Service 
most popular items from the famous XCELITI 
up special kits with just the 99 tools 


SAFETY SWITCHES 
That Meet the New NEMA Standards 


KNIFE BLADE INDUSTIAL 
FUSIBLE AND NOT FUSIBLE 


30 
To 
1200 
AMPERES 


AND 
6” 6” 
FULL INSIDE 
DIMENSIONS 
1 TO 5 FOOT 
LENGTHS 


WIRING TROUGHS 
With Knockouts and Without 
A COMPLETE LINE OF FITTINGS 


NEW 99 SM 
XCELITE KIT 


Master Kit. Think of it 

with this one convenient 99 SM kit 
for this handsome, durable, non 
most-needed, fine quality 


extra pockets in the kit permit 


still more ales for you! 


the new XCELITE kit that “Sells 


SERVICE EQUIPMENT 


A Fusible Device for Every Need 


ORYER ~~ RANGE — WATER HEATER 
HEATING PANELS —— AIR CONDITIONERS 


To 
200 

AMPERES 


SINGLE 
DOUBLE POLE 
AND 


SWITCHING 
NEUTRAL 
15 to 50 Amps. 
THERMAL 
MAGNETIC 
QUICK 
MAKE & BREAK 


**E-Z-RED”’ 
CIRCUIT BREAKERS 


40 to 210 Amp. Enclosures 
INDOOR & OUTDOOR 


NEW LITERATURE 


Home Lighting—— Third edition of the 
reference book See Your Home in 
i New Light 
mation designed to fit the latest trends 


includes lighting intor 
in decorating and furniture arranging 
ind to incorporate recent develop 
ments in lighting engineering for the 
home. New cover design, new illus 
tration and idditional information 
have been added to the well known 
format. Published by 
General Electric Co., Large Lamp 
dept Cleveland, Ohio 


lighting “recipe 


Decorative Fixtures Dramatic 

lighting ideas and applications for im 
portant residential and public areas are 
t Portfolio of Decorative 
Lighting Fixtures just released. Color 
ful 32-page booklet illustrates firm's 
newest fixture 


ontaimed in 


Ollection 
black-and-whit drawings on each 
page indicate exact dimensions of each 
fixture Intended as i handbook tor 
ontractors, the 


mintature 


architects, decorator 

new booklet w he available through 

authorized distributors of Lightolier 
City, N. J 


Residential Fixtures 19 italog 
shows manufacturer's new “Imperial 
ites” in full color. Featuring copper 


} 


brass and aluminum finishe the cata 


log illustrates a complet ortment of 
residential fixtures in both traditional 
and modern styles. New items include 
improved bathroom and kitchen fix 
ture ilso matching set with five-arm 
dining fixture, wall and hall brackets 
Avatlable from Im 
perial Lighting Products Co.. Loval 
hanna Park, Latrobe, Pa 


and ceiling light 


Folder form 
1256, illustrating new luminou plastic 


Commercial Fixture 


enclosed fluorescent fixture called the 
Quentin, ts catalog size, serves as cata 
log imsert and also self-mailer 
Printed in two colors folder shows ap 
plication and construction detail 
Quantities with imprint can be ob 
tained on a net cost basis. Contact 
Fullerton Mtg. ¢ orp... Box 110 


Norwalk, Conn 


Cord Reels illustrated 


16 pave cal log in color ck ribe new 


ompletel 


line of automatically controlled 
tracting cord reel Crives ped on 
several new products just introduced 
bree from Cordomati div Vacu 
um Cleaner Corp. of America, 17th 
& Indiana Av Philadelphia, Pa 


lips New cig Cutulog shows 
every clip in I' line. Emphasis 
on alligator-ty; ind miniature test 
¥-COSI Ser 
ies” alligator Write Mueller Flectric 
Company, 3 
land 14, Ohio 


clips, including new lo 


oa C leve 
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Cable Connection Tool How a low 
cost tool for connecting electric cable 
can pay tor itself on just one job” ts 
the theme of a new publication. The 
tool is the company MY 29H ytool 


which is said to install inexpensive 
ompression lugs and splices on cable 
trom #8 through 250 MCM with a 
twist of the wrist Available trom 


Burndy Corp., Norwalk, Conn 


Uses of Aluminum — [Important uses of 
iluminum in electrical systems are il 
lustrated ina 12 page brochure said to 
he of special interest to wire and cable 
buyers, electrical equipment manutac 
turers. Features information of AC SR 
covered aluminum conductor, rigid 
aluminum conduit and aluminum bus 
onductor Published — by Reynolds 
Metals Co., Loursville, Ky 


Motor Control Center \ compact 
veneral purpose motor control center 
which permil YO per cent savings in 
oor area ubject of a revised 24 
two-color bulletin recently re 
leased. Dx riby n detail the con 
truction and application of the center 
Also list ratings. dimensions, installa 
on data C opi of revised bulletin 
GEA 6367A can be obtained trom 
Distribution Assemblies dept., General 
Fiectric Co., Plainville, Conn 


SALES AIDS 


Signal Electric div., King-Seeley Corp 
Menominee, Mich Carry-home car 
ton for company’s window fans ts 
called a natural for cash-and-carrs 
selling trom mass displays. Carton en 
ables dealers to sell fans in “factory 
sealed cartons and elevates the win 
dow fan to th tatus of an impul 


item, company claims 


Edison Electric Institute, Commercial 
dept., 420 Lexington Ave., New York 
N. Wallet size gift giving 
calender is termed an ideal handout or 
mailer. Promotes electrical gifts for 
everybody and every occasion. Has 
typical gift occasions noted with extra 
pace to write in birthdays, anniver 
suries, Cost is ¢ xceptionally low 
for an item good for now through 


April 1958 


Westinghouse Electric Co., Lamp dis 

Bloomfield, N. J Feature of a “sum 
mer living” lighting promotion is a 
ompact bulb merchandiser holding 60 
cach of 100-w and 60-w Beauty Tone 


Aqua and Bug-A-Way bull Merchan 


diser i 25-in in diameter tands 46-1n 

high with base attached. Base can be 

removed and basket portion used as 

counter displa Merchandiser kit 

4-6760 offered tree with four case 
( olortu treamerl 

in led 
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Type U-20B 


Black Cover 


Type U-20G 
Gray Cover 


Square locked extra flexible construction, galvanized 
steel core, on sizes 28", ‘2, and %", full interlocked 
construction on larger sizes, both with over-all syn 
thetic plastic cover UL grade for wire insulation pur 
poses to protect against liquid and moisture vapor 


conditions 


Ask for Price Bulletin ED-2 


2107 South Kedzie Ave. Chicago 23, Illinoi. 


CIRCLOC 
interlocked armor 


power cable 


oR quick, easy, economical 

Available in pred ion or relocation of 

No.6 AWG to 750 MCM power feeders, specify Circloc 

Copper Conductors Interlocked Armor Cable. Installs 

up to 15,000 volts without conduit on simple sup- 

corners and obstructions for long 

Butyl Rubber Insulation sens, Provides ite own 

Steel, Aluminum or for mechanical protection 
Bronze Armor against damage. 


NEW WIRING 

CALCULATOR — FREE/ 
Send today for this handy, useful 
wiring ald. Gives conduit sizes 


amperage Capacities, and helpful 
motor running data. 


WIRE & CABLE 
a subsidiary of 
Cerro Pasco 

(CORPORATION 


PLANTS: Maspeth and Hicksville, N. ¥. SALES OFFICES: In all principal cities. 
Deot E46) 5500 Maspeth Avenue, Maspeth, NLY. 
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SYNTHETIC COVERED LIQUID TIGHT 5 
— 
ye Quality .. . All METAL FLEXIBLE HOSE PRODUCTS 
UNIVERSAL METAL HOSE CO. 
ett 
\ 
¢ 
| 
IRCLE 
= 


| MARVEL etecrric wine MACHINES 


Model No. 3 


A heavy duty 
wire 
measuring 
machine 


—MEASURES, 
REWINDS 
_AND CUTS. 


Shipped set up, crated- 
shipping weight 195# 


$9400 incr 


FOB FACTORY 


Model No. 3 is specially designed for use where 
heavy volume requires exceptionally rugged construction 
Handles all types of electric wire from V4" through 1” 
diameter, Payotf turntable has 34” spread—4004 
capacity. Collapsible takeup reel rewinds coils up to 20° 
outside diameter, 7'44" core, 9 width. Floor space 4'6” 10 MODELS 


« 2’. Equipped with measuring device 


to choose from 


MARVEL Rack Mfg. Co. Inc. | ser¢ for tot 


descriptive catalog. 


24 North Ist Street, Minneapolis, Minn. 


RECORA EXTENDED AREA FLOOR SWITCHES 


AWMNOUNCEMAT 


Units For All Mat Replacements For Complete Signal and Alarm Sys- 


These time-proved, reliable electrical tems Units for both bare floor and 
switches open and close circuits when under-carpet installation easy to 
ever any point on the switch area well, easy to install. Complete with 
receives pressure. Widely used for floor switch, transformer, cable and 


door openers, signals, alarms signal device (chime, bell or buzzer 


"Trademark 


SEND TODAY for full information and prices. 


RECORA company, inc. 


6100 South Archer Road e Summit, Illinois 


YOU CAN USt 


Direct Mail Ideas 
National Creative Sales, Inc., 18 I 
{Sth St... New York 17, N. 


Catalog of 64 Flash Bulletins features 
pre-printed four-color forms, letter 
head size, that can be imprinted by 
any method—-spirit, mimeo, letter 
press or offset. Can be used for mes- 
sages to salesmen, dealers, contractors 
Bulletins features thought-starting 
headlines, eye-catching cartoons 


Beverage Locker 

The Ehco Mfe. Co., 265 N. Hamil 
ton Rd., Columbus 13, Ohio 
Companion to company’s Oasis Hot 'N 
Cold Water Cooler is a neat compact 
beverage locker designed to store hun- 
dreds of assorted instant beverages, 
as well as approximately 100 clups 
Lock and key assure safe keeping 
Made of sturdy 20-gauge steel, locker 
stands 36-in high, measures 13-in wide 
by I1-in deep 


Label Imprinter 
Jack me ver Lahel ¢ orp &55 Ave of 
the Americas, New York, N. Y 


Wam” label imprinting machines 
are designed in Europe, but are now 
available for handling special imprint 
ing problems for l S. industry 
“Wam” machines handle cloth, pres 
sure-sensitive labels, gum labels, string 
tags, all forms of packaging identifica- 
tion, in sizes from 1x!2-in to 344 x6%4- 
in. Features include consecutive num 
bering units; set numbering wheels, 
automatic pre-set counter, automatic 
rewind or label cutting; two color im 
printing. Models-—either automatic or 
manual—occupy half space of a stand 
ard typewriter 


Supplier Data File 
Oelrich Publications, 4308 Milwau 
kee Ave hic 4/1, 


Supplier Data File is an indexed card 
system for listing and summarizing all 
buying data pertinent to a_ specific 
supplier. It is termed a short-cut meth- 
od of keeping track of buying de 
tails--supphes billing terms, shipping 
terms and minimum requirements to 
obtain treight allowance. Sales repre 
sentatives name, address and phone 
number, as well as names of other 
supplier personnel, and best carriers in 
by truck or rail are also included. Re- 
verse side of card contains additional 
information for making up order to 
meet prepaid freight requirements. An 
up-to-date file is called an invaluable 
aid to a new buyer. Unit consists of 
100 supplier information cards, 4x8-in, 
A-Z file guides, plus file box with 
300 card capacity 
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Early Electrical Machines 


Bern Dibner 
The Burndy Library 
Norwalk, Conn. 


Ihe electrical flying machine which 
appears as the frontispiece of thi 


book is only one of the electrical de 


POWERCRAFT 


SPOOL INSULATOR 


CABLE SUPPORTS 


e 5 different 
styles are 
available for 
prompt ship 
ment, in single 
or multi-con 
ductor units 
of flat or tri 
angular configuration, for any type 
of mounting, and cable diameters 
up to G including 3”. Top clamps 
of non-ferrous metal assure cool 
operation 


¢ Other Powercraft products: 
Indoor G outdoor type disconnect- 
ing switches G bus support, bus 
clamps, power connectors, and pipe 
frame fittings for 1.P.S. pipe 
© Send for new catalog. 
POWERCRAFT CORPORATION 
2215 De Kalb Street, St. Louis 4, Mo 


Phone PRospect 6.4532 
Since 1932 


vices from which miracles were ex 
pected by | Sth century Europeans and 
Americans. Many more are tllustrated 
in this history of electricity ’s tormative 
period. The book ts subtitled I he 
experiments and apparatus of two 
enquiring centuries (1600 to TS8O00) that 
led to the triumphs of the electrical 
age This intriguing collection of 
electrical paraphernalia should il 
to more than just the curiosity of the 


modern member of the electrical tra 


ternity 


58 pages 


Business Forecasting in Practice 


Adolph C. Abramson G Russell H. Mack 
Editors 

John Wiley & Sons, Inc 

New York, N. Y 


Anyone who wants to delve dec pl nly 


the principles of busine forecasting 


can thoroughly involved in thi 


volume lt discusses the numerou 


business cycle theories and technique 


of forecasting. The editors have assem 
bled case histor from contributing 
authors, to give the reade pecihe 
information on how torecasts are pre 
pared, including the technique ind 


reasoning used to reach con lusion 
from available data. The editors aim 
also to indicate how existing studies ol 
business cycle causation could be util 
ized more fully by forecasters. thi 
is Short-term (a year or less) busin 

forecasting in its most Complex form 
It's not a simplihed how-to-do-it book 
its a scientific treatise 


275 pages 


Successful Public Speaking 
for Salesmen 


Harry Simmons 
Prentice-Hall, Inc 
Englewood Cliffs, N. J 


Public speaking, the author begin 


is no longer an exclusive prerogat 

ol the lop crxcculive the nment 
oflicial, the politician. Effective pul 
lic Speaking can aid the professional 
salesman immeasurably, he declare 

Ihe book is a development of th 
authors 30 years of experience oF 


the speaking platform, coincidental 


with his selling and management e» 


perience. It is written as a practical 


how-to” book——-with statements by 
Sale executive of numerous com 
panies. Under techniques for speak 
ing: 25 helpful hints, how to over 


come stage fright, how to prepar 


material, effective delivery, do's and 
don't Under background tor pe ak 
ing. spe aking and selling on the road 
at the 


tion, speaking showmanship, how to 


home office, in sales promo 


improve vocabulary, 88 modern sak 
angles 


186 pages 


Garcy Lighting Expands to Give Better Service 


Now! Two Plants in Chicago 


for Faster Production and 


Larger Stocks of 


Garcy Lighting Fixtures 


NEW! 


Plant No. 1—1750 North Ashland Avenve 


GARCY 


—2501 North Elston Avenue 


IN NEW YORK CITY 
48 West 48th Street 
Phone: Plare 7-1580 


1750 Nerth Ashiend Avenve Chicege 22, Iitineis 
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Pat. No. 
2632356 


NO BEND e NO SQUASH 
A MUST for Electrical Men 
MAKE YOUR PURCHASE OF STAPLES FROM THE 
ORIGINATORS. AND NO INFRINGEMENTS ON 
ANYONE'S PATENT THE GREATEST IMPROVE 
MENT FOR THE BEST STAPLE IN 30 YEARS 
FREE SAMPLES ON REQUEST 
@ Sold by Leading Electrical Wholesalers— 


THIEL TOOL & ENGINEERING (O., INC. | 


1417 WN. Market St. @ St. Louis 6, Mo. 


DIFFERENT 
COLOR! 


the NEW 
AMAZING 


360° 


REVOLVING LIGHT SENSATION! 
NEW TRIPPE 


HI-BALL 


Fascinating just to watch it! Can increase 
trade 25% or more the day it's installed 
Covers 360 
a different colored flash every 7 Ya sec 


like an airplane beacon with 


onds. Does not conflict with traffic signals 
Made like a fine watch to run trouble free 
indefintely from 40 below zero to hottest 
days. Long life 50-watt bulb burns over 
2500 hours 


Write or Wire today lor Beauttul Catalog 


TRIPPE MFG. COMPANY, Dept. 
133 N. Jefferson St., Chicago 6, Ill. 


silent! 


NEW PRODUCTS 


Continued trom page 11 


ible usually needed to suspend tools, 
ha Reel is 


nently work 


heen announced perma 
area. A 


light pull brings tool within working 
700 


anchored above 


reach. Available in two models 
BR-LA has 10-ft 
ion may be controlled 
Model 700-BR is similar 


with a grounding type 


ten 


and 
to 


extension 
up 
but equipped 
twist-lock con 


nector assembly, for easy change of 


tool 


Commercial Fixture 


McPhilhben Mie. Co., Ine 1329 
Willoughby Ave Brooklyn 3 N. 
shallow (3'2-1n deep) recessed 
up to 
instal 


Extra 
downlight: iccommodating 


lation 


lamp, are designed for 
either 


Called ideal for shower 


in poured concrete or 
plaster ceilings 
and cor 
the 43-24 


downlights feature weather-tight con 


room canopies, sidewalks 


ridors public buildings 


struction and opal tapered glass 


Troffer Lighting 
Smitheraft Lighting 
Irotler” is a 

unit 


Mass 


Chelsea, 
Companys “Gridex 


wide fluorescent designed 


provide flexible recessed lighting for 
grid-type suspended 
interlocked The 


is aVatlable with hinged 


inverted I 


ceilings having tees 


CGaridex unit 


steel louvers or with choice of var 


ious types of glass or plastic shield 


ing im the hinged door trame. Units 


rapid-start 


lengths for two 
Bi-Pin lamps 
to and 


with 


are available in 


or three 


Units are termed easy install 


neat in appearance no visible 


hinges, catches, bolts or screws 


Fluorescent Fixture 


Sunbeam Lighting Co Los 
les, Calif 

lo extend the range of its recently in 
troduced Shallorama 
Mar. ‘S57, p. has 


added a two-lamp unit 


fixture 
manutacture! 
13! 


in wide 


which can be used with the four-lamp 
Shallorama 


lighting design and illumination inten 


lo permit variation in 


sity while maintaining unified styling 
Ihe two-lamp Shallorama is available 


for 48-in rapid start lamps only 


Fixture Hanger 
Killark Electric Mfe 

Mo 

A new explosion-proof fixture hanger, 


ts 


union 


Co., St. Louis, 


Series available with either 


threaded hanger hubs, will 


tuke 


flexible 


or 


fixture stems or 
An 


signed connecting block makes wiring 


either conduit 


supports especially de 


easy, according to the manufacture! 
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WEATHERPROOF 
DUPLEX RECEPTACLE 
—=gWITH 

DOUBLE 

CLOSING 
“COVERS 


CAT. NO WRB 


Up 
to, 


Can be 
Receptacles 


used with all Standard Duplex 


including ground 


finish. Cast metal 
spring 


Brass plate - aluminum 


covers. Stainless steel 


hinge 


with rubber 


self sealing 


Comple te 
and 
Mor nting 


weatherproof mat 


rubber gasket in cover 


included 


PERFECT-LINE 
MFG. CORP. 


Old Country Road G Railroad Ave 
HICKSVILLE, L. NEW YOKK 


screws 


Two New Minerallac Quality Products 
Designed for Jobs Too Heavy for 
Standord Jiffy Clips 


MINERALLAC 


Heavy Duty sw Medium 
JIFFY CLIPS 


Also 
available 
without 
mounting 
hole for 

use with gun. 


Made of heavier terials! Has exclusive 
inverted rib, that provides more strength at 
the bend of clip and, of co 


the benefits of f 1s “Snap On” feature! 


adds 


i tock in Zi ated Wal 
or Rigid mdu p to f Hot Dipped Gal 
vanized may tained on order: Can be 
substituted for 


teel for Thir 


alleable clit 
Order From Your Electrical Wholesaler 
SEND FOR LITERATURE 
MINERALLAC ELECTRIC COMPANY 
25 North Peoria St Chicago 7, lll 


MINERALLAC 
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} formance | 
nea luty pipe and bolt unit. Re 


mpl hed 


isting 


vitt 


he 


thread in | ‘ 1 ond 


Wire Stripper 


/ il Indust / Sve 
New hand stripper make leflon 
oth insulation 
ling to the manutacturet Con 
it Hol tripping blades are 
idical departure from 
nvional design 
Line Tool 
RBurna Cory Norwall Con 
In itin handk known HH 
Hotstick e now availabl to idapt 
the npan Y3 H pre hydrau 
lic tool f hot line work. Hotstick 


STRINGER 
Tool Pouches 


WRITE 
FOR 
COMPLETE 
CATALOG 
SOLD THRU 
WHOLESALERS 


UTILITIES SAFETY SUPPLY CO. INC. 


LEE’S SUMMIT, MO. 


IN 
, 


= 


SPECIALISTS 


FLUX FOR SODERING 
“aR 


ATING @ WELDING 


L. B. ALLEN CO., 
6701 BRYN MAWR AVE. 
CHICAGO 31, ILL. 


1957—ELECTRICAL WHOLESALING 


June, 


SELLING OPPORTUNITIES OFFERED 


ADVERTISING 


OPPOR TUNI TIES 


DISPLAYED 


AL WHOLESALING 
rk NY July u ng Ju th 


“REPRESENTATIVE WANTED 


or representative 
handle top 
rtable generators and 


Top fheht representative 
dt 
line of 5 


rganization want« quality 


mpetitive 


Nationally advertised line of incandescent rest generator sets Our line has done a domi 
f 

nating job im the ection of the country 
where it presently located and because 
ot ur apansion program we ar now 

Manufacturers representatives wanted by manu ready t idd additional territories 

P f 

Please write in detail and im contidence 
! giving us your precise territory, how many 


SELLING OPPORTUNITIES WANTED 


Expanding Agency Covering Southeas 


Agency Cov 


bax panding ering Southea 


Manufacturer's representative 


trical Manufacturers If yor 


To 


Manufactors Attention. Wish to con 


kaperienced Electrical Sale 
‘ 


wi 


BUSINESS OPPORTUNITY 


For Sale—Patent rights, dies an 


men in your ganization your experience 


type of lines presently carried and tre 


quency with which you cover your accounts 


tern state 
a money maker tor our 
and we are 
Please 


esentatives 


several more 


RW Electrical Wholesaling 


WANTED 


4 SALESMAN 


ONE OF NEW JERSEYS LARGEST AND LONGEST 
ESTABLISHED WHOLESALE ELECTRICAL DISTRIB 
UTORS 1S LOOKING FOR AGGRESSIVE AND EX 
PERIENCED SALESMAN TO COVER INDUSTRIAL 
ACCOUNTS IN CENTRAL AND NORTHERN WEW 
JERSEY. WONDERFUL OPPORTUNITY IN AN EVER 


tact manu 


EXPANDING TERRITORY FOR THOSE THAT ARE 
CONTEMPLATING A CHANGE. ALL CORRESPOND 
ENCE WILL BE CONFIDENTIAL. REPLY 10 
SW-5065 Electrical Wholesaling 
Class. Adv. Div., P.O. Box 12, WY. 36, WY 
Fixtur 
! SALES MANAGER FOR WHOLESALE 


ELECTRICAL SUPPLY HOUSE 


I ale slesmar 


YOUR ORGANIZATI 


Is it complete? 
Are you expanding it? 
Making Replacements? 


Employment Opportunit Section 


CAL WHOLESALIN 


Box 12 New York 


ELECTRICAL WHOLESALING 


Two GOODWILL WINNERS 


GERSON CO. 


ROBOT~ OPERATORS 
OPEN ~ CLOSE ~LOCK: DOORS, GATES 
ROGOT APPLIANCES, INC. 

704) ORCHARD - DEARBORN, MICHIGAN 


36,N Y 


CLASSIFIED 
Pipe Threader 4 
Ipany h recently reduced wertht AGENTS WANTED 
f its He Duty Model-A pipe and BUSINESS OPPORTUNITIES 
fact clain nov port UND/SPLAYED RATES 
iblk ‘ hy nti oft livhter vance ayment t verage words as a ‘ 
Wante 
i 
Ch» Send NEW ADS or Inquiries 
PO. Box New Y 
are 
i! nierchans wilh tundard } 
handl of the Y3 Hypre which f W 
Opt iluminum and ACSR  cablk Adv 
fron through 4 MCM ( me manufact 
a 
& 
ment W ive Cnble ‘ 
M f 
We 
Can 
h 
ae 
‘ 
Must hawe at year perience in | 
= — $$ $$ | Qualified man « give he reapensibility of | 
‘ 
Naturally you are anxiou cure the 
— uitab mar omen available You want mer 
with special traming that will make them ar i 
such mer th igh rdvert ment th 
23 


YOUR MOST DEPENDABLE ‘SOURCE 
g & FITTINGS . 


Preferred by more contractors today, because 
ARROLET's products answer modern instolla- 
tion problems, saving time and costs. 


HANDY BOX with 
MOUNTING BRACKET 


deep. — Made with 
new type angle bracket 
for quick, accurate 
Installations 


Cat. No. HB-10-BA 


ROUND BOX 


deep. —With or 
without stud for use in 
ceiling or wall construc 
tion where very shallow 
box is needed 


Cat. No. 11-8 


NON-GANGABLE 
SWITCH BOX 


1'/," deep —For thin wall 
or concrete block con 
struction. Available with 
Y," 0.0.'s for use with 
conduit) May be nailed 
on of can be had with 


several types of brackets Cat. No. 200 


ARROVAL 
FITTINGS 


Oval type, threaded, for 
standard rigid conduit 
in”, %" ond 1” 
Covers and gaskets avail 
able in various sizes and 
types 


ARROLET products are available 
in an unlimited number of combi 
nations, types, sizes and wiring ca 
pacities to fit any job specification 


When you have an installation 
problem not covered by our stand 
ard line, our engineers will design 
special units to your specifications 


Write for Our New Catalog. 


CORPORATION 


MONTGOMERY 
PENNA. 


Sales Representatives & *Worehouse Stocks 
BALTIMORE, MD. * CHARLOTTE, N.C. * *CHICAGO, 
ILL. * *CINCINNATI, OHIO * DENVER, COLO. * 
ANGELES, CALIF. * “MIAMI, FLA. * NEW 
ORLEANS, LA. * NEW YORK, WY. * NEWTON CENTRE, 
MASS. * *PHILADELPHIA, PA. * ROCHESTER, WY. 


ADVERTISERS’ INDEX 


Abolite Lig. Div., Jones Metal 
Products Co., The 73 


Advance Transformer Co. 
Second Cover 


Allen L. 123 
All-Steel Equipment Ine. 10 
American Brass Co., The Amer- 
ican Metal Hose Branch 89 
American Electric Switch Div., 
Clark Controller Co. 
Amprobe, A Div. of Pyramid 
Instrument Corp. 
Anaconda Wire & Cable Co. 46, 
Appleton Electric Company 
Arrolet Corp. 
Arrow Hart & Hegeman Co., 
The 33, 


Benjamin Eleetrie Mig. Co. 
Blackburn Corp., Jasper 
Blackhawk Industries 

Kriegel Method Tool Co. 
BullDog Electric Products Co. 
Fourth ¢ 


N 


Bussmann Mig. Co. 


arol Cable Co., A. Div. of the 
Crescent Co., Ine. 101 
ertified Ballast Migrs. 94 
hampion Lamp Works 
irele Wire & Cable a Subsidiary 
of Cerro de Paseo Corp. 119 
lark Controller Co. 94 


onduit’ Nipple Mfg. Co... Div. of 
Pittsburgh Nipple Works, Ince. LOO 


onduit Pipe Products Co 31 
rescent Los, Wire & Cable Co. 32 


utler-Thammer, 107 


Diamond Wire & Cable Co. 
Dossert Mig. Corp. 


heonomy & Mig. Co. 

kdwards Co., Ine. 

Llectrical Construction & 
Maintenance 

Llectrical Wholesaling 

Wire Paranite 

& Cable Div. 


Mig. Co. 


Garden City Plating & Mig. Co. 2! 
Gedney Elect. Co, 
General Cable Corp. 25 
General kleetrie Co, 
Apparatus Sales Div. 4, 80, 88, 96 
Circuit: Protective Devices 
Dept. 50, 5) 
Greenlee Tool Co. 90 
Guardian Light Co. 18 


Guth The kdwin F. 103 


Harve y 


Ideal Industries, Ine. 
1-T-E Cirenit Breaker Co. 


Jones Metal Products Co., The 
Keystone Mig. Co. 


Kracuter & Co., Ine. 
Krueger & Hudepohl, Ine. 


Marvel Rack Mfg. Co.. Ine. 
Midwest Electric Mfg. Co. 
Minerallae Elect. Co, 


Mitehell Lig. Co.. A’ Div. 
Compeo Corp. 


Multi Elect. Mfg. Ine. 
Murray Mfg. Corp. 


Okonite Co. The 


Paranite Wire & Cable Div., Essex 
Wire Corp. 

Pass & Seymour, Ine. 

Perfect-Line Mfg. Corp. 

Phelps Dodge Copper Prod. Corp. 

Plymouth Rubber Co. Ine. 
Third Cover, 

Porcelain Products, Ine. 

Powereralt: Corp. 


Pyle-National Co., The 


Quaker Rubber Div.. HL kh. 


Porter Co.. Ine. 


KRecora Co., The 

Remeon, A. Div. of Pyramid 
Inst. Corp 

Republic Steel Corp. 

Ridge Tool Co., The 

Rome Cable Corp 

Royal Electric Corp. 


Slater Electric & Mig. Co... Ine. 
Sola Electric Co. 

Sorgel Electric Co, 

Square D Co. 

Steel & Tubes Div. 

Superior Electric Co., The 


Sylvania Electric Prod. Ine 


Lusulated Wire 

Thiel Tool & Engineering Co., 
Ine. 

Thomas & Betts The 

Trine Mig. Corp 

lrippe Mig. Co. 


L niversal Metal Hose Co. 
tilities Safety Supply Co., Ine, 


Vaco Products Co. 

Virden Co.. John 

Voltage Tester Div.. 
inst. Corp 


ramid 


Wadsworth Electric Mig. Co.. 
‘The 

Weaver Co., J. A. 

Western Ins. Wire Co. 

Wheelock Signals Ine. 

Whitney Blake Co. 

Wiegand Co., Edwin L. 


Ine. 


Youngstown Sheet & Tube Co., 
The 


CLASSIFIED ADVERTISING 
F. J. Eberle, Business Mgr 
EMPLOYMENT OPPORTUNITIES 
EQUIPMENT 
Jsed or irplus 


For Sale 
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good today as it was 


15 years ago!” 


‘| N cleaning out a little-used store- 


room recently, | discovered several 
rolls of Slipknot Friction Tape 


which my records indicate were 


= 

= 


purchased from my distributor in 
1941. This friction tape is as good 
today as it was 15 years ago.” 


CLINTON ELECTRIC COMPANY 


ANWaWO9 


1 unsolicited letter in our files) 


An unusual! case, no doubt! But an- 
other example of Slipknot quality. 


No wonder Slipknot is the most 
widely used friction tape in the 


wor ld ! 


PLYMOUTH RUBBER COMPANY, 


mce 


CANTON, MASSACHUSETTS 


| 
~ 
4 
Augu 1, 1956 
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BY THE MAKERS OF 


BUSS FUSES 


WHAT CAN YOU DO ABOUT 
INCREASING 


Try giving the buyer a chance to find out 
how he can get the results he wants. That's 
not so hard—simply show him what FUSE- 
TRON Dual-Element Fuses will do for him. 


Point out how they keep motors whirl- 
ing, machines running, operators working 
and production at peak. All these things 
mean money to the user. That's why users 
buy FUSETRON Dual-Element Fuses quick 

when they know the facts. 


IF YOU DON’T KNOW WHAT TO SAY, 
LOOK TO THE FUSETRON BULLETIN 
In the FUSETRON bulletin in your bind- 


er, you will find a convincing sales story. 
It tells what FUSETRON fuses will do for 


FUSE SALES? 


the user—how they will give him better 
protection and save him money. It shows 
charts comparing this new fuse with old 
fashioned fuses. It ts a readymade sales talk 


for you. 
Why not use it when you call on fuse 


buyers’ It will help you build a profitable 
“non-skidding™ fuse business. 


WHAT ABOUT PROFIT FOR YOUR 
HOUSE AND YOU? 
Once sold, a FUSETRON 


doesn’t switch. He will give you his repeat 
and you know 


Fuse user 


business again and again 
that in repeat business there is the best 
profit. kor quick turnover, due to user de 
mands, you can't beat FUSETRON Fuses. 


Bussmann Mfg. Division 


ANOTHER 
OUTSTANDING 
DEVELOPMENT 


USE 


McGraw Edison Company 
St. Louis 7, Mo 


FOR INSTALLATION THROUGHOUT THE ENTIRE 


ELECTRICAL SYSTEM 
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